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The new BEAVER Model C-1 Power l= 

Unit (without vise) sells for $125.00: : 
"Model C-2 (with vise) $131.00. 

F. O. B. Your Stock. 









BEAVER MODEL-C 
Portable Power Units 


Convert Hand Tools into Power Tools! 











One of several new items to be placed on the market this 
year by BEAVER PIPE TOOLS is the new little Model C-| 
Power Unit (shown above). Similar to the Model C-2—but 37 
pounds lighter in weight and not equipped with pipe vise. 
Same power—same safety features—same service! 


Seven different patents, issued or allowed, protect the design, 
construction and novel mechanical and safety features of 
Beaver Model-C Power Units. 


New Complete Catalog to be ready January 15, 1940. 





‘Highest Quality * WARREN, OHIO * For 40 ‘oar 
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WELD FITTINGS 


That same “drop-forge” quality, heretofore obtainable 
only in Vogt screwed fittings, is now available in Vogt 
Socket Weld Fittings. The material in these fittings is 
uniform in structure, fine grained and free from porosity. 
Because of the similarity of materials in fittings and pipe, 
it is €asy to obtain sound welds. 


Vogt Socket Weld Fittings offer these distinctive ad- 
vantages; 





1. Socket for pipe assures positive alignment before and 
after welding. 


” 2. No weld “icicles” can clog pipe interiors. 
batt fo - 3. Bore of fittings matches I. D. of pipe. 
4. Extra margin of strength and safety because they are 
Veo : DROP FORGED BY VOGT. 
Si Available from stock in a full range of sizes. 


HENRY VOGT MACHENE CO., Incorporated LOUISVILLE, KY. 


NEW YORK + CHICAGO + CLEVELAND + DALLAS + PHILADELPHIA + KANSAS CITY 
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vs so DIMPLE..... 


BUT 





THIS BOOK TELLS THE STORY 
and helps you Sell 


In this new book are presented 
in convenient, compact form, 
complete engineering and ref- 
erence data on _ self-aligning 
anti-friction ball and _ roller 
bearing units, unmounted bear- 
ings for various industrial ap- 
plications, babbitted bearing 
units, clutches—including the 
famous Twin Disc line, coup- 
lings, collars, take-ups, gears, 
pulleys, etc.—272 pages of il- 
lustrations, dimensions, weights, 
list prices, engineering infor- 
mation, cross-indexed for easy 
use. Send for a copy today. 
Ask for Book No. 1660. 


WHAT AN IMPROVEMENT! 
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@ In the Link-Belt Shafer pil- 
low block the spherical inner 
race is free to move in any di- 
rection to adjust itself to mis- 
alignment, inaccuracies of 
installation, or follow shaft 
deflection without altering 
contact of rollers or disturb- 
ing the bearing action in any 
way. This assures normal 
and efficient bearing opera- 
tion under all conditions. 

The concave rollers placed 
at an angle between corivex 
raceways carry any type of 
load equally well. The thrust 
load is transmitted to the nor- 
mal rollingcontact surfaceand 
since there is no need for aux- 
iliary means for taking the 
thrust there is no possibilty of 
rollers pinching and binding. 

Link-Belt Shafer roller 
bearings are available with or 
without mountings. The 
mounted units are in several 
types, such as—pillow blocks, 
cartridge units, flanged units, 
take-up units, hanger units, 
etc. 

Sell these Link-Belt 
bearings because they give 
the user exactly what he 
wants and they give you 
a good profit opportunity. 


LINK-BELT COMPANY 
Indianapolis, Chicago, Philadelphia, 
Atlanta, San Francisco, Toronto. 

Offices in principal cities. ;.5 + 


LINK-BELT 


HAFER 


ROLLER BEARINGS 











TRANSMISSION BELTS 
Both — a a il z 
fa t 


In every operation Thermoid 


points the way to Caimi. 


For months, Thermoid’s advertising has recorded the accom- 
plishments of various Thermoid Products. When you study that 
record two facts become immediately apparent. First: Thermoid 
Products are used in practically every American industry. 
Second: Thermoid Products, in each of their re- 


spective fields, turn in performances that are well 
worth recording. 





When your customers need industrial rubber prod- 

ucts for new equipment or when they need re- “ 
placements on their present equipment... let the More than half acen- 
record be your guide and recommend Thermoid. ‘”/” °f Progressive 


engineering and 
product development 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


BELTING HOSE PACKINGS BRAKE LININGS 
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BIGGER THAN EVER! THIS LARGE 
LIST OF LEADING MAGAZINES 
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dhe DIXON LINE 


“G@ J-BOSS” Ground 
Joint Female Coupling 


The finest hose coupling for 
ice. No leaking 


n | that re- 
mains leakproof regardless 
of wear. o danger of 
blow-offs. 


“goss” Washer Type 
Female Coupling 


Known the world over for 
its efficiency, safety and 
economy, on steam, air and 
liquid lines, high oF low 
ressures. insures against 
eaks, pressure losses and 
shutdowns and protects hose 
ends. 


“goss” Male 
Coupling 


Companion coupling 
both of the above. More 


practical economical 

than iron pi i . Does 
require i 

Like other ™ 


lings, all parts are steel of 
malleable iron, ¢ 4 dmium 
plated. 


“Boss SUPER" 
Coupling 


A coupling of super! or 
h an aling quali- 
i to eliminate 
eaks in the 

of fluids a” 

igh pressure. 

section clamp 


"“G j-DIXON” 
Air Hammer Coupling 


The most efficient * ling 
ever designe ° 
. Soft 


s! 

eakin 

ception 

able. 

pact and heavy types- 


“DIXON™ 


Air Hammer Coupling 
Unequalled for dependable, 
low cost service on all makes 
of hand hammers and roc 
drills. Si ple construction, 
yet strong an durable. 
Easily installed. Both com- 
pact and heavy types. 


“G@ J-BOSS” 
Air Hammer Coupling 


able iron “Boss” 
Used for most severe types 
of service. 


“poss” 


Air Hammer Coupling 


“DIXON” Air Ham- 
+ that 


nates any 
"Ue 


“ain KING" 
Quick-Acting Universal 
Hose Coup''ng 

Designed especialy for 

use where quick coup: 

ling and uncoupling of 
hose are necessary 

to maintain service. A 
push, @ quarter turn, 

an connection is made. 
Safe, interchangeable, higly 
efficient. 


“KING” 
Single and Double 
Bolt Clamps 


The strongest, most 
practical clamps of 
their kind for every 
hose service. Tongue 
and ears full width. 
No buckling oF 

_ Easy to 
Double Bolt type 
clusive quadruple take-up. 


“KING” 


Combination Nipple 
An 1.P.T. Nipple with shank 
for straight end hose. More 
convenient and _economical 

ipe 


ping power. 

require oversize hose OF hose 
with enlarged ends. Malle- 
able iron oF brass. 


“KING” 
Shank Coupling for 
Suction and Water 


Hose 
Noted for its fine desig” 
and workmanshi a Absolutel, 
yniform in quality, threading 
and dimensions: ade i 
variety of styles * 
every service requirement. 


“Boss” 


Hose Mender 


Provides the most economi- 

to salvage damaged 

to connect short 

ron tube 

center tc 

of "BOSS" 

. No possibility of 
blow-offs oF leakage. 


“Boss” 
Self-Honing Air Valves 


Built to maintain uninter- 
rupted service with utmost 

economy. Self-adjusting, 

ing, non-sticking. 

cking required and a 

full flow assured at all times. 
” sizes, male an 

have drop - forged 

trached to 

e valve 

body. i 

bly come off. 


“DIXON™ 


Water Valve 
\l-made, 


repack 
out removing handle. 
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A Long Pull... A Strong Pull 
... And All Pulling Together! 


Looking back over the past quarter of a century, it seems that just one 
word is needed to explain why DIXON products have reached the 


high place they now hold in the industrial field. That word is 
COOPERATION. 


No manufacturer was ever given more loyal help from distributors and 
their salesmen than this company has received from you. You've kept 
steadily."‘plugging away" at our regular items with all the interest and 
effort we would expect from salesmen on our own payroll; and you've 


gotten in back of new products or improvements with unqualified 
enthusiasm. 


On our part, we have constantly directed our resources toward supply- 
ing you with items that were the best we knew how to make... 
couplings and fittings you would be proud to sell because of their 
quality and the satisfactory service they could be relied upon to give. 
We have also tried to make your job of selling easier through adver- 
tising and other means designed to create a greater demand for DIXON 
products on the part of your customers and prospects. 


Results speak for themselves. Today, DIXON Hose Couplings are 
undoubtedly the best-known and most widely used of any in the field; 
and it goes without saying that the policies and practices that have 
made this possible will steadfastly guide our future steps toward a 
still greater place in American industry. 


The knowledge that you, our distributor friends, have found profit 
and satisfaction in handling the DIXON line has been a constant source 


of pleasure and inspiration. 


President 


Dix ON 


VALVE &— COUPLING CO. 


MAIN OFFICE AND FACTORY 


PHILADELPHIA, PA. 
CHICAGO © LOS ANGELES ¢ BIRMINGHAM ¢ HOUSTON 


“IF IT'S A DIXON PRODUCT IT'S DEPENDABLE" | 
VVVULTLTVVTLLALULTRRRLALELELRL ELI EUL LE LLCLL ERE LULOD 














Get In On the New Business that Comes With Increased Industrial 
Activity! Read How Texrope Transmission Equipment Helps You 
Build Sales ... Add to Your Own Profits! 


From one end of this country 
to the other, the wheels of in- 
dustry are turning ... at a rate 
unequalled since 1929. 


Airplane factories are boom- 
ing, with millions of dollars 
in huge back logs ... machine 
tool manufacturers have or- 
ders that will keep them busy 
for a year or more ... paper 
mills are months behind in de- 
liveries. And, where plants 
are busy (often running 24 
hours a day), increased re- 
placement and modernization 
of equipment is inevitable. 

That means big sales of 
Texrope transmission equip- 
ment ... for modern, efficient 
transmission is one of the most 
vital factors in any heavy 
production program today. 


You, as a supplier, will find 
Texrope the profit line to sell. 
It opens up new markets for 


ver 90 Yeare of Enginecring 


Sccubieiied fine lie 
lou Speci, Cllir-Chabmero!/ 


you ... revives old markets... 
gives added impetus to cur- 
rent markets. 


There’s hardly a plant in the 
country that hasn’t practical 
and urgent use for Texrope 
Drives ... Duro-Brace and 
Vari-Pitch Sheaves ... Vari- 
Pitch Speed Changers. 


Fast-Selling Texrope Line! 


And remember—the Tex- 
rope line is modern and com- 
plete ... it has. customer ac- 
ceptance due to widespread, 
aggressive Allis-Chalmers ad- 
vertising ... it’s first in the 
field ... it’s priced right ... 
and it’s backed by an engineer- 
ing staff always available to 
you to help solve the drive 
problems of your customers. 

Get the full story on the 
fast-selling Texrope line ... 
and cash in on present increase 


KS 


ALLIS-CHALMERS 


MILWAUKEE 








Reid ee 


in industrial activity. Call the near- 
est district office, or write Allis- 
Chalmers direct. A trained trans- 
mission engineer will be glad to give 
you the facts. Call him today! 
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Cuts Sheet Metal 


Like a Hot Knife ‘ “§ 
ine 2. 5 FEET PER MINUTE is the cutting speed of 
( ll { \ B ll { { ( I | op r the Thor Nibbler in 15 gauge aluminum; cor- 





respondingly fast cutting in other metals. It will 
cut to rated capacity in steel; 50% greater in alu- 


SR minum and other non-ferrous metals; 1 gauge thin- 


ner in stainless steel and other hard alloys. 


The New 


A 


PORTABLE ELECTRIC 


NIBBLER 


SMALL - DUR”. Fhe 3. PANELS OR SHEET STOCK can be cut by 
the Thor Nibbler without breaking-in from the 
edge of the sheet. Internal shapes can be cut 
simply by making a 1” hole to insert the cutting 

















1. FOR CUTTING SHEET METAL AND TUBING the New Thor Nibbler is head. Compact and streamlined, it can be used 
fast, accurate and easy to handle. The compact motor housing serves easily in restricted places. 

as a hand grip and gives such positive guiding control that regular or 

irregular shapes can be cut to any line or contour. It will cut on a radius 

as small as one inch and shapes may be cut from tubing as small as 


14” in diameter. 








ALL SHEET METAL FABRICATORS 
can save time and money in 
both shop production and 
on-the-job installation work 
with the new Thor Nibbler. 
Its portability, speed and 
power cut cutting costs. Use 
the coupon to get full infor- 
mation today. 


INDEPENDENT PNEUMATIC TOOL CO. 


606 W. JACKSON BLVD. + CHICAGO, ILLINOIS 
Birmingham : Boston : Buffalo : Chicago : Cleveland 
Denver : Detroit : Los Angeles : Milwaukee : New York 


- + nang - aes on | cae t A NEW PROFIT MAKER FOR 
THOR DISTRIBUTORS! 
The new Thor Nibbler adds another great 


tool to the complete Thor line. It is smaller, 





lighter than any other portable electric tool 
for sheet metal cutting. It can be used in 
more places, for more jobs. It opens new 
markets to every alert distributor! Ask your 
Thor salesman for full information about the 
new Thor Nibbler and its sales and profit pos- 
sibilities for you. 
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AMERICAN CHAIN PERFECTS ... 


End-Welding for 
Alloy Sling Chains 


‘ENDWELDUR’ 











P 4 
1, END WELDS PROTECTED AGAINST DAMAGE FROM BENDING 


2. A PERFECT HINGE— NO UNNATURAL STRAINS 
3. ENTIRE LINK NORMALIZED—NO INTERNAL STRAINS 


@True to the traditions which have ‘'4 to 1 longer life in tough service.” 


contributed to American Chain lead- 
ership—our engineers have de- 
veloped a new and far better sling 
chain. They used a new alloy—they 
welded the ends of the links instead 
of the sides. The result—users say 


Send for this FREE booklet 
which pictures and describes Endweldur 
Sling Chain. Consult us without obligation 
regarding any chain problem. Address Amer- 
ican Chain & Cable Company, Inc., Bridge- 
port, Conn. 


also Chain, Chain Fittings and Attachments 


For Every OSE We are sometimes spoken of as the world’s largest 
manufacturers of welded and weldless thains for all purposes. If that is our 
position, it may be attributed to the completeness of the line, quite as well 
as to the character of American Chain. For the chain you use must be built 
for the job you have for it—if it is to give you lasting satisfaction. 

Proper chain fittings and attachments are of great importance, for they 
complete the service of the chain. Very often a simple chain accessory will 
increase the usefulness of the chain and save both money and time. Amer- 
ican Chain offers every conceivable type of fitting, designed for convenience 
and safety, and pre-tested in our laboratories. 

SUMMARIZED: American Chain offers a full line of welded and weldless chain—also cotter 
pins, eye bolts, cold shuts, lap links, repair links, round eyes, malleable castings, grab 


hooks, slip hooks, sash chain fixtures, screw hook hangers, shackles, S hooks, sling 
chain hooks, snaps, special attachments, swivels, toggles, utility jacks, welded rings, etc. 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION »¢ AMERICAN CABLE DIVISION * ANDREW C. CAMPBELL DIVISION « FORD CHAIN BLOCK DIVISION » HAZARD WIRE ROPE 
DIVISION «+ HIGHLAND IRON AND STEEL DIVISION *« MANLEY MANUFACTURING DIVISION » OWEN SILENT SPRING COMPANY, INC. « PAGE STEEL AND WIRE 
DIVISION + READING-PRATT & CADY DIVISION + READING STEEL CASTING DIVISION « WRIGHT MANUFACTURING DIVISION « IN CANADA: DOMINION 
CHAIN COMPANY, LTD. + IN ENGLAND, BRITISH WIRE PRODUCTS, LTD. » THE PARSONS CHAIN COMPANY, LTD. « In Business for Your Safety 
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IT BARS SILICOSIS 


...brings new business to Goodyear Distributors 


/ — + 
“(Q),.~ silicosis threatens workmen’s lives —in mines, 


quarries, mills and various industrial operations — Goodyear 
distributors find a ready market for Goodyear Exhaust Surfacer 
Hose. This exceptionally tough, highly flexible hose attaches 
to drills and chisels, to buffers, grinding wheels and all tools that 
throw off deadly abrasive dust. 
This it swallows by suction 


THE GREATEST NAME 


BELTS + MOLDED GOODS - 


before it endangers human lungs—saves men from the silicosis 

peril. That’s why it is standard equipment in so many plants. 

One of many exclusive Goodyear products, it provides extra 

business for Goodyear distributors. If you are not a Goodyear 

distributor, why not see if there is an opportunity to become one? 
Write Goodyear, Akron, Ohio, 
or Los Angeles, California. 


HOSE + PACKING 
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"Boggs of the 
was mad as 4 


Buyers are sure tough in this tow” and Thinkin 
Boggs is 7° exception. 
usually s° 


This morning he was mad.. _mad enough to : aie : 
service- This time ? 


come thundering into the shop—i" person. 
“Might 


“ . ” 
Just passing by”, he grumbles and then while the new 


goes into a com: say |, profound-like, ., it'll save a 


“How many times have I told you 1 won't down later on”. 


pay @ premium price for anything” with that he prightened up, “Good idea”. 


“But Mr. Boggs—” I stammert, and he cuts Then I get to work selling him packing and 
me short with “Much as J like those Jenkins other items he would need on the job. An 
Iron Valves you sent out—back they go in i of the order he says, Call me 
the morning”. rest” and breezes out. 





Now it was my turn, ; i he explains. “7 want to 
“Mr. Boggs you're mistaken. 4 g i re one of those Tuesday 
paying one cent more for Jenkin x i 


* Not his real name, of course 


. 
Co ¥ 


5a . HARD-WORK ING S y pp YY 


MAN 


+ 
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* * * «» * MillSupplies* « « * * 


Change is the Lifeblood ... . 


The tempo of industrial selling changes 
quickly. Industrial distributors have changed 
as occasion demanded and will continue to do 
so when called upon to meet a new set of condi- 
tions. This ability to fight off “hardening of 
the arteries’ is the one characteristic of the 
industry most responsible for its steady progress 
during periods when other less pliable distribu- 
tion outlets found themselves run right out of 
business. 

In its position as the only publication serving 
the industrial supply trade, MILL SUPPLIES must 
keep pace with these trends, even anticipate 
them. We have never hesitated to change in 
order to meet new conditions in the past. We 
pledge ourselves to retain that attitude. 

As an illustration of such a change, may we 
cite an example. About three years ago, a con- 
siderable number of manufacturers had come to 
believe that the industrial supply field was much 
broader than was commonly believed. It ex- 
tended, in their opinions, to include many other 
types of sales outlets who dabbled in industrial 
selling. 

Realizing that if this were true that there 
should be a common interest in sales problems, 
the editors of MILL SupPLies founded a tabloid 
magazine called “Industrial Selling.” It was sent, 
at first, to all of these marginal outlets as well as 
to all regular subscribers of MILL SuUPPLIEs. 

However, when the acid test of readership, 
paid circulation, was applied to this marginal 
group, it was found that their interests are 
specialized. There is no general interest in indus- 
trial distribution or industrial selling. MILL 
SUPPLIES does not consider that it is its function 


to convert various sales organizations into the 
industrial distributor field. 

Thus, while an investigation conducted in this 
manner is expensive, we were able to disprove a 
theory convincingly. 

The next step in the evolution of “Industrial 
Selling” was its incorporation with MILL Sup- 
PLIES as a second issue each month. This change 
was made on January 1, 1939. 

After a year of careful checking by our own 
editors and outside research organizations, it 
has been decided to discontinue publication of 
this tabloid issue of Mitt Suppiirs for two 


reasons: 


1. Increased demands on the time of salesmen 
and executives in the industrial supply field has 
intensified their desire to have their business 
reading concentrated in one issue each month 
rather than two. 


2. Since it has been definitely determined that 
there is no common denominator of interest 
among marginal sales outlets, the need foi a 
publication for this group is eliminated. 

Our findings, however, were not all negative. 
Many of the features of the tabloid issue were 
liked and will be found in your monthly issues 
of MILL SupPLiEs. 


We are proud to announce, therefore, a 
better, faster-reading MILL SuppLies for 1940. 
In welcoming what we believe will be a banner 
year in the industry, we change to meet condi- 
tions as they are. Again we ‘pledge ourselves 
to constant change, for only in that way can 
progress be made. 





THE REPUBLIC 
9-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


N ENGINEERED 


FOR SALES «+ 


REPUBLIC 
TRANSMISSION BELTING 


ENGINEERED to the drive— 
planned according to diameter and 
width of pulleys and load or power 
required. Built to stand the fatigue of 
millions of rotations around the pul- 
leys over a period of years. Tested 
to assure strength exceeding ten 
times the known stress of the job. 
These and other features of mechan- 
ical rubber engineering are conclu- 
sive selling points for original sales 
of Republic Transmission Belting. The 
performance they provide does its 
own selling on additional and repeat 
business. 

x * * 


The 5-Point Policy is a definite statement 
of principles which Republic sincerely believes 
lead to the business success of Industrial Dis- 
tributors. It was adopted, many years ago, 
through a recognition that users of Republic 
Rubber Goods, as well as other industrial 
products, can be more effectively and econom- 
ically served by the Mill Supply House system 
than in any other way. For complete information, 
write Republic Rubber Division of Lee Rubber 
and Tire Corporation, Youngstown, Ohio. 


REPUBLIC Be RUBBER 
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TALK OF THE TRADE 


BAD NEWS FIRST: Fred L. Brooks (Gates Rubber) recently 

became a statistic in the 1939 auto accident toll . . . Had his 

hand smashed in a crackup at Worcester, Mass. . . . Fred Lewis 

(Linear Packing) an old explorer at heart, was explored himself 

recently—by the doctors . . . Result was a removed appendix 

and Fred, who has trouble sitting still, turned to exploring all 

available directories to build new lists for future business 

Charley Merritt (Reed Vise) anxious to test out the pearl- 

handled knife given as a souvenir at a Christmas party, damn 

near cut off his finger. Suslnees 


TIN PAN ALLEYITE: Russ Duncan (R. C. Duncan Co.) 
turned song plugger at the Cincinnati meeting, introducing his 
own composition to be sung to the melody of “Clementine 

Goes like this: “Ten per cent more, ten per cent more, ten per cent 
more on your line ; if you can't give ten per cent more, five per 
cent more will be fine” . . . Aside from Russ; “Only kiddin’, 
fellas, only kiddin’.” 


SALESMAN TO THE LAST: We told you before how Joe 
McArdle (Franklin Hdwe., New York) opened 150 new accounts 
by talking up the new “Rezistor” hack saw blade, and on P. 31, 
this issue, we tell you how he keeps selling even though an accident 
has put him on the shelf for nearly a year . . . But did we tell 
you that, right after the crackup, when the medicos were pondering 
Joe’s fate and warned that his leg might have to be amputated, 
his only suggestion was, “Well, if you've gotta you've gotta, 
Doc . . . But be sure and use a Rezistor blade!” 


BLEEDING THE TURNIP: Two years back Burt Ackles 
(Rayl Co.) visited the West . . . Ink wasn’t dry on his registra- 
tion at a Lone Pine, Cal., hotel before he was barged in on by 
Jack Murphy, an old Detroiter himself (formerly Fletcher Hdwe. ) 

Seems Murph has been selling industrial supplies since 1901 
for Baker, Hamilton & Pacific . . . But his territory isn’t one 
you would exactly snap at . . . It’s Death Valley, where we under- 
stand nothing grows but the mortality rate . . . At that, Burt 
learned some tricks on how to squeeze orders out of the erstwhile 
nowhere. 


OPEN SPACES: Gentle hint to eastern mfrs.: Distances out 
West fool you . . . Without mentioning any names, there is the 
bitter tale of a “hot tip” on business passed on from the East to a 
Salt Lake distributor . . . The business was captured, all right 

But totaled exactly $20 less than the railroad fare involved in 
reaching the prospect. 


SUGGESTED RESOLUTION: No beer chasers in 1940, 
J.J.W. Hot Tip Turned Cold 
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Supply and Machinery Distributors’ 
\ssociation and the American Sup- 
ply and Machinery Manufacturers’ 
Association, held in Cincinnati on 
December 11 and 12, and the zone 
meeting of distributors in National 
Association areas three and four on 
December 





13, resounded with one 
word, “cost”. 

The committees 
followed the lead of the executive 
committee of the Southern Supply 
and Machinery Distributors’ Asso- 
ciation in approving a plan for the 
development of a method for ascer- 
taining the cost of handling indus- 
trial supplies by line, proposed by a 
joint Research and Sales Survey 
Committee of the three associations. 
The details will be found elsewhere 
in this article. 


two executive 


The zone meeting was featured by 
excellent presentations of actual cost 
studies by O. W. Ahl, comptroller, 
Hibbard, Spencer, Bartlett and Co., 
Chicago, and J. Robert Kelley, Man- 
ning, Maxwell and Moore, Inc., 
Jersey City, N. J. Both demon- 
strated the dangers to the industry’s 
future inherent in small orders. 

The executive committees con- 
cluded preliminary a>rangements for 
the Dallas convention on April 22, 
23 and 24. (For special train details 


see page aay: 


Cost Study 


The approved plan for the devel- 
opment of a method for determining 
costs of handling industrial supplies 
will be carried out by a joint com- 
mittee consisting of one representa- 
tive of each association with J. A. 
Channon, Mi_t Suppvies, as advis- 
ory member. 

The plan consists of two parts: 
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1. The engaging of cost experts 
who will be charged with the de- 
velopment of a method by which 
individual distributors will be able 
to determine the cost of handling a 
line or group of lines. 

2. The simultaneous study of prac- 
tical, low-cost sales and operating 
methods now in use by distributors. 
Thus, without waiting for conclusive 
results from the first part of the plan, 
the committee hopes to pass on 
usable suggestions for increasing 
efficiency and net profits. These 
studies will be prepared by the com- 
mittee, working in conjunction with 
the editors of Mitt Suppvies and 
will be presented in this publication 
in a special series of articles begin- 
ning in February. Reprints will be 
made available by the associations to 
their members. 

In approving the plan, officers and 
members of the executive committee 
stressed the wisdom of starting an 





“A complete stock and efficient service 
will go far towards licking direct-sell- 
ing competition,” said W. A. Link 
(Tafel Electric and Supply, Louis- 
ville) in addressing the meeting 
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mittees, meeting in Cincinnati, approve plan 
pyor determining “cost by line.” Well-attended 


bws through with revealing cost discussions 


undertaking of this kind on a modest 
expenditure scale. The results, it 
was felt, will sell themselves on their 
merits and if justifiable in the future, 
additional funds can be appropriated. 


Convention 


The Dallas convention, “whooped 
up” by Jack Dale (Briggs-Weaver), 
Ed Stauss (Oliver H. Van Horn, 
New Orleans), president of the 
Southern Association and Alvin 
Smith (Smith-Courtney, Rich- 
mond), secretary of the Southern 
Association, was sent off to a flying 
start. Plans formulated include: 

1. Dates—April 22-24 inclusive. 

2. Official hotel—-The Adolphus. 

3. Land cruise to the convention 
in charge of Thos. Cook & Son (See 
page 22 

4. Post-Convention trip to Mex- 
ico City. 

5. Outline of a 


program built 


around the problems of the supply 





E. K. “Ed” Welles (Charles H. Bes- 
ley, Chicago), newly elected president 
of Central States Mill Supply Assocta- 
tion, stressed loyalty of salesmen to 
lines on which the house is protected 

















¥} OF COSTS 


business, to be discussed by the men 
in that business. 

Program details will follow as 
specific subjects are assigned. 


Zone Meeting 


Morning session of the zone meet- 
ing for distributor members of the 
National Supply and Machinery 
Distributors’ Association and the 
manufacturers attending the meet- 
ing, was conducted by Charles FE. 
Curtis (Western Iron Stores, Mil- 
waukee), president of the National 
Association. 

Its highlights were furnished by 
O. W. Ahl, comptroller, Hibbard, 
Spencer, Bartlett and Co., Chicago, 
who pointed out the danger to profits 
in small orders and pick-ups (see 
page 24) and by J. Robert Kelley, 
vice-president, Manning, Maxwell 
and Moore, Inc., Jersey City, N. J., 
who approached the same problem 
from a slightly different angle. (A 
presentation paralleling Mr. Kelly’s 
study will be found in the August, 
1939, issue of MILL SuppLigs, un- 
der the title, “Hog-Tied by Small 
Orders.” ) 

H. F. Seymour (Columbian Vise ) 
and H. H. Kuhn (Hardware and 





J. Robert 
Maxwell & Moore, Jersey City) gave 
vivid picture of losses resulting from 


“Bob” Kelly 


(Manning, 


small orders, wanted to know “what 
the — is a semi-exclusive distributor?” 
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SALES PROMOTION CHECK CHART 


Chester Conner, (B. F. 


Goodrich), chairman, Sales Promotion Com- 


mittee, American Supply and Machinery Manufacturers’ Association, 


suggested development of a 
effectiveness and 
literature. 


reduce 


check 
waste in 
Also announced development by his committee of a third 


chart like the 
the distribution of 


increase 
manufacturers’ 


above to 


booklet on this very important, but often overlooked, phase of the 
industrial distributor’s business 


Supply, Akron), chairmen of the 
American and National 
tions’ Distributor-Manufacturer Ke 
lations Committees, reported on the 
splendid progress made since the last 
convention, quoting 
done. 

Tyler Carlisle (Strong, Carlisle 
and Hammond, Cleveland) stressed 


Associa- 


specific jobs 


the value of association membership 
and mildly “raised hell” with those 
who paid their dues and then failed 
to take advantage of the facilities 
offered. 





me. F. 


“Sy" Seymour (Columbian 
Vise) outlined three-year plan of dis- 
tributors’ relations committee, an- 
nounced adoption of the long-looked 
for “definition of a distributor” 
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Chester Conner (B. F. 
dramatized the waste involved in the 
careless planning of manufacturers’ 


Goodrich ) 


sales promotion literature and in the 
negligent distribution of this litera 
ture by distributors. His committee, 
which has already prepared two 
booklets designed to cut down this 
waste, is now working on a third, he 
reported. 

The afternoon Was con 


ducted by D. W. Northup (Henry 
G. Thompson and Son), president, 


session 


(Continued on page 86) 





~ < 
R. M. “Russ” Easton (FE. A. Kinsey, 
Cincinnati) joined with Pat Kramer 
in blistering manufacturers for grant- 
ing franchises to more distributors 
than necded in a territory 





Forging machines, rolls, drop hammers, power hammers 
And furnaces mean sales of refractories, 


and most presses 





form hot metal—which means furnaces. 
cements, piping, valves, fittings, tongs—even gloves and goggles—for you 


SOME LIKE IT HOT 


Metal-working plants are gluttons for heat and run up lots of 


bills for refractories, piping, valves, fittings, temperature indi- 


cators or recorders. 


A MONTH or so ago, we figured, on 
the basis of the American Machinist 
Inventory of Metal-Working Equip- 
ment, that the metal-working indus 
try has in use something over 100, 
O00 items of heating equipment ot 
When you 
diversity, 
that the 
figure is low rather than high. 

jut your problem isn’t one con- 
cerning the equipment of the indus- 
try as a whole; what you're worry- 


one kind and another. 


stop to consider their 


your suspicion may be 


ing about are the possible outlets 


There's plenty of room for sales here 


J. TANGERMAN, TecuHnNicaL Epitor 


for temperature recording and indi- 
cating instruments, refractories, re- 
fractory cements, pipe, valves and 
fittings in your local metal-working 
plants. So let’s take an exploratory 
walk through some of them, and see 
where they can absorb such items. 
[t's a particularly good time to 
make such a trip, because they're 
busy and buying as they haven't 
heen in ten years past. 

First, let’s dispose of the refrac- 
and temperature recorders 
you might sell to foundries. About 


tories 
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half the country’s foundries are in- 
cluded in larger metal-working 
plants—and they include cupolas 
and melting furnaces which must 
be refractory-lined and temperature- 
controlled. Even if there doesn’t 
seem to be a foundry around town, 
scout through the metal-working 
plants to see if they aren't casting 
their own aluminum, or 
other non-ferrous metals. All of 
them can be melted in electric fur- 
naces, which don’t take nearly the 
space of a cupola, yet wear out re- 


brass, 
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fractories just as successfully. And 
don't ovens and 
mold-drying ovens—they use lots 


forget the core 


of parts too, 

Next, look around for the forge 
shops and blacksmithing depart- 
ments, where bar, rod and heavy 
sheet steel are forged and formed. 
Anything very thick or heavy must 
be heated before it is shaped, so 
every forging machine, drop ham- 
mer, power hammer, bulldozer, and 
big forming press will have an ac- 
companying furnace. They're either 
oil- or gas-fired, which means pip- 
ing, valves and fittings for fuel and 
air. Every one must be lined with 
refractories. With the 
use of alloy steels and the much 


increasing 


more accurate heating required to 
make them work properly, more 


and more furnaces are being 


“equipped with temperature control- 


lers, or at least temperature indica- 
tors or recorders. Alloys, unless 
correctly heated, have a way of 
scaling excessively, becoming. brit- 
tle, cracking, or burning. 

Now go on to the heat-treating 
department, which may be right in 
the same building, or may be scat- 
tered around all over the place, the 
individual units being set right into 
the production line in larger plants. 





Heat 


treating involves much 


more 
quenching, although they're the basic operations. 
must be pyrometers, thermocouples, quenching oils, salts 





Foundries, too, have heat resisting and controlling needs that you can supply 


The jobs include quenching, tem 
pering, case-hardening and anneal 
ing. Here are more furnaces, per- 
haps bigger, and much more accur 
ately 
elaborate 


controlled — in 
firebrick 
special refractory shapes; each fur 
nace will usually have controls and 
recorders, and they're usually multi 
burner installations for evenness in 
heating. There too will be the salt 


temperature. 


arches mean 


than heating and 
There 
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baths used for case-hardening—re- 
and the 
Look for two 


quiring special compounds 
annealing furnaces. 
other types of heat-treating instal- 
lations, normalizing furnaces in the 
shops which do a lot of welding, 
and small, faney heat-treating fur 
naces which handle the tempering 
and hardening of tools. The latter 
may be in the tool room, if there 
(Continued on page 92) 


Carburising is often a production job, with big continu 
ous furnaces and mechanical handling of the heavy pots. 
That's a market for hoists, chain, cable, and compounds 
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[RIGHT] Norton movie and Russ Duncan's 
moving pictures of the Bermuda cruise plus a 
good stage show entertained visitors. [ABOVE] 
“Hank” Watson (Alexander Brothers), on left 
with Duncan overseas cap, was toastmaster at 
a luncheon for all exhibitors on opening day 


FORMAL INTRODUCTION 


Russ Duncan (left) president of R. C. 
Duncan Co., tireless in his efforts at 


the show, ts shown talking to three 


visitors on one of his rounds 
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With a variety of entertainment plus a rousing good industrial 


exhibit, R. C. Duncan Co. welcomes the St. Paul branch into its fold 


EXCELLENT organization and va- 
riety of attractions enabled the 
R. C. Duncan Co. to “go to town” 
in a big way with the fourth Dun- 
can’s Northwest Industrial Show, 
presented November 21 and 22 in 
Junior Pioneer Hall, St. Paul. 

This exhibit provided a formal 
introduction to the St. Paul store 
of the R. C. Duncan Co. which came 
into being a few months ago through 
the purchase of F. T. Hildred and 
Co., Inc., by the well known Min- 
neapolis firm. 

\ crowd of 1,500 viewed the in- 
teresting and educational exhibits of 
24 of the leading manufacturers rep- 
resented by the Duncan Co. 

The Duncan Co. entertained all 
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exhibitors at a luncheon on the first 
day of the show. “Hank” Watson 
of Alexander Brothers Co. was 
toastmaster of the occasion. A group 
of manufacturers’ representatives 
worked with a member of the Dun- 
can organization as a show operating 
committee, serving as a source of 
information and help to exhibitors 
and visitors. All members of the 
Duncan organization and manufac- 
turers’ representatives wore over- 
seas caps containing the Duncan 
Co.’s name, which was a means of 
quick identification to show visitors. 
A number of attractive prizes, pro- 
vided by the R. C. Duncan Co. and 
manufacturers participating, were 
given away each evening. 
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MOTORS ON YOUR SHELF? 


Study of 302 supply houses re- 
veals distributor practicesinmer- 


chandising motors to industry 


SURVEY SUBJECT: Electric motors 


Over 200,000 industrial plants in 
this country are users and _pros- 
pects for electric motors—ranging 
upwards in size from fractional 
horsepower ratings. 


INFORMATION DESIRED: 

1. What per cent of industrial dis- 
tributors now sell electric motors ? 

2. How do these houses handle 
motor orders? 

3. What sizes and types of mo- 
tors do they sell ? 

4. Do they maintain a separate 
electrical department ? 

5. Do their regular mill supply 
salesmen handle the line ? 

6. Would they be interested in 
taking on a well-established line of 
motors if not handling one now ? 


METHOD OF PROCEDURE: 

Dividing the country into eight 
geographical zones, Mitt SuPPLIES 
sent out 575 questionnaires to in- 
dustrial distributors operating in 
these territories. 
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TERRITORIAL BREAKDOWN BY PERCENTAGES 
RETURNS: the Rocky Mountain section (see 
A total of 302 or 52.3 per cent map for comparisons). 
of these questionnaires were 


promptly filled out and returned. 


RESULTS: 

Compilation of the results show 
that 214, or 70.9 per cent of the 
distributors replying, now handle a 
line of electric motors, while 88, or 
29.1 per cent, do not. Geographi- 
cally, Dixie led the parade with a 90 
per cent rating, followed closely by 
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WHAT SIZES HANDLED BY 
REPORTING HOUSES 


83.1% Handle motors 1 Hp. and under 
76.6% Handle motors over | Hp. 


TYPES OF MOTORS REPORTING 
HOUSES SELL 


D.C. 51.8% A.C. Single Phase 88.3% 
A.C. Poly Phase 72% 
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HOW THEY OPERATE: 

While 68.6 per cent of the houses 
operate independently on an agency 
basis, 31.4 per cent depend on a local 
electrical supply house. In a few 
cases, supply houses had more than 
one agency, or had a pick-up ar- 
rangement on more than one make 
of motor. It was interesting to note 
that 48 per cent of the total busi- 
ness, both ageney and pick-up, was 
divided between four motor manu- 
facturers with the remaining 52 per 
cent being split among 20 other 
companies. 


WHO SELLS: 

In 84.1 per cent of the reporting 
houses regular mill supply salesmen 
push the motor line. However, a 
separate electrical department, em 
ploying sales specialists, is main- 
tained in’ 23.8 per cent of the houses. 
Of the remaining 76.2 per cent of 
the houses, 60 per cent considered 
it part of their general line while 
the other 16.2 per cent indicated the 
line only was sold “through trans- 
mission department” or “with 
equipment.” 

Only four out of 86 supply houses 
not handling electric motors ex- 
pressed a definite desire to take on a 
well-established line now, 
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ANOTHER CRUISE - 


eu 


eevece. es) oe 


Hotels which will house 
Adolphus — 


scene of all meetings. 


convention, 


Baker—scene of banquet 


Showing luxurious appointments of 
club cars to be furnished by lines co- 
operating to form special convention 
tram. Entertainment facilities will be 
provided for bridge, games, music and 
perhaps motion pictures 
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BY LAND 


Special trains will merge 
to start good fellowship 
bubbling long before 


meetings actually begin 


MAKING CAPITAL of the necessarily 
long train ride which will carry most 
delegates to the 1940 convention in 
Dallas, executive committees of the 
three supply associations last month 
decided in their Cincinnati meeting 
to make it a “rail cruise” wherein 
every opportunity will be provided 
for fostering contact-making and 
good fellowship. 

To insure the attainment of genu- 
ine cruise atmosphere the handling 
of the trip has been delegated to 
Thos. Cook & Son, organization 
which made such a success of the 
1939 convention aboard the Mon- 
arch of Bermuda. Again the man 
marshalling the details will be H. 
H. Allen who earned the plaudits 
of everyone for his handling of the 
Bermuda cruise. Mr. Allen, with 
representatives of various railroads 
has worked out a detailed schedule 
whereby cars from all important 


(Continued on page 84) 
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THe “Statement of Selling Ex- 
penses, 1938,” compiled by the Na- 
tional Supply and Machinery Dis- 
tributors that 
the 1938 those concerns, 
whose volume was attained 80% or 


Association reflects 


for year 
more from mill supplies, realized a 
net profit of .89 of 1%, whereas 
those concerns whose mill supply 
showed 
a profit of 1.90%. This immediately 
raises the question in my mind as 


business was less than 80% 


to why this sharp variation in net 
profit came about. 
must be 


Certainly there 
some basic reason for this 
difference. 

The service problem is one of 


1 


the most important factors in the 


industrial supply business. Since 
service is of such magnitude it 
seems quite possible to me_ that 


here is the function which is to a 
the 


comparatively poor showing of the 


large degree responsible for 
almost exclusive mill supply houses. 


We have 


ness that the “line value” 


determined in our busi- 
(extended 
item on an order, 


value) of each 


is the determining factor as to 
whether or not the order is profit- 
able. This, I think, can be clearly 
understood if we an order 


received for one item with an ex- 


compare 


tended value of $10, as compared to 
10 different 
items, each item having an extended 
value of $1. 
extension value of $10, and assum- 
ing that order carried the 
average mark-up, I think it is obvi- 
ous that the first more 
profitable than the second, inasmuch 


an order received for 


Each order has a total 
each 
order is 
as the second order will require 


much more time in filling, packing, 


pricing, billing, ete. Since it is the 
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SPECIAL SERVICE VERSUS NET 


TWO SPECIFIC EXAMPLES 


EXHIBIT A 





Cost 

per 

Cost tem 

1. Order Entry $24,078.10 $.006 
2. Order Filling 366,521.24 .093 
3. Packing 128,313.96 .033 
4. Shipping 63,258.43 .016 
5. Pricing 34,103.10  .009 
6. Billing 37,575.49 .010 
7. Statistical 21,407.19 005 
8. Bookkeeping 30,086.15  .008 
Total . $705,343.66 $.180 
line value which determines the 


profit of an order, we have attempted 
to determine the cost of handling 
each single item on an order. These 
costs are direct costs, that is, the 
expenses which have to do with 
the handling of an order from the 
time it reaches the house until it is 
shipped, billed, and posted on the 
accounts receivable records and the 
necessary analysis made from these 
records. They do not include such 


expenses as administrative and buy-" 


ing salaries, rent and other over- 
head expenses. In our own business 
this work is performed by 
departments (shown in’ Exhibit 
“A”, with the total expense of 
these departments and the cost per 
item handled in 1938). 

Exhibit “A” reflects that there 
was a direct cost of 18¢ connected 
with every item which we handled 
during 1938. Now what does this 
mean? It méans that any item which 
did not show a gross profit of 18¢, 


eight 


after salesman’s commission was 
deducted, was handled at a loss. 
Pick-Ups 


Now the costs as shown by Ex- 


hibit “A” 


accrue to every line or 


item on each order received, and, 
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EXHIBIT B 


Known Direct Costs on 
“$5 or Less’ Order 


Average Selling Price... .$2.34 
Gross Margin 23.94%... 56 


1.6 items@.18 
(Refer to Exhibit A) .29 
Delivery Charge 40 
S/M Comm. 6.15% 14 .83 : 
es ogt ieee be, 
ita pick-up is involved = =—.40 
A PICK-UP IS INVOLVED $.67 
in addition, an analysis of mill 


supply orders discloses some addi- 
tional direct One of the 
functions of a mill supply house is 
to be able to supply to an industrial 
user almost any item which he may 
desire. This necessitates our selling 
over a much greater range of mer- 
chandise than it is practical to carry 
in inventory. As a result of this 
policy, on the items which we do not 
stock, it is necessary to locate a 
source from which the merchandise 
may be obtained, make a telephone 
call, initiate a purchase order, send 
a truck out to the manufacturer’s 
warehouse, pick up the merchan- 
dise, return to our plant and then 
combine with other merchandise 
which we do have in stock, pack 
and forward for shipment. Now on 
this have added 
another cost and are immediately 
confronted with the question, “Are 
we receiving sufficient additional 
mark-up on pick-up merchandise to 
compensate us for this additional 
cost 7” 

On the contrary, I find that on 
this merchandise we are receiving 
less mark-up than stock merchandise 
by approximately 2%. This is logi- 
cal, inasmuch as on stock purchases 


costs. 


merchandise we 





PRO ‘ IT By O. W. AHL, coMpTROLLER, HIBBARD, 


SPENCER, - BARTLETT & CO., CHICAGO, ILL. 


Simple arithmetic proves the folly of attempting to sell retail 
quantities at wholesale markup ... Unless the order size is 
boosted or an extra charge is made, profits must take it on 
the chin. Mr. Ahl's remarks, made before members of the 
National Association of Supply and Machinery Distributors 
at the Cincinnati meeting, are especially interesting. Being 
comptroller of Hibbard, Spencer, Bartlett & Co., large 
Chicago wholesale hardware house which recently acquired 
a mill supply business, he has had opportunity to look into 
distribution problems with a fresh viewpoint 





we receive the benefit of volume 
purchasing power, whereas on EXPANSION PROGRAM, 1940 
pick-up items we buy exactly the 
quantity required on the order, and 
in some cases we pay a premium 
for this small quantity. Actually 
then, we are supplying the mer- 
chandise which we pick up at a 
lesser gross margin than stock items 
and are assuming this additional 
expense of making the pick-up. 
An analysis of the direct expense 
involved in making these pick-ups, 
which form a substantial part of our 
volume, indicates that the average 
cost per stop is approximately 40¢ 
each. This was arrived at by taking 
the individuals on our payroll who 
performed this pick-up function, 
that is, pick-up buyers, cost of 
pick-up trucks, ete., and dividing by 
the approximate average of the 
daily number of pick-up stops in- 
volved. I found that on the days 
which I analyzed, the average retail 
value of each pick-up stop was 
$14.87, in which case we actually 
increased our cost on this mer- 
chandise by 40¢ per pick-up, or 
the equivalent of approximately 
2.75% of the selling price. Now 
this 2.75% does not seem to be such 


New items being added by supply houses this year 


Courtesy of Southwestern Purchaser 











a large increase in cost. However, 
when you realize that the net profit 
for 1938 for the mill supply houses 
amounted to only 89 of 1%, you 
will see that this additional cost on 
pick-up items eliminated them from 
the profit side of the ledger. 





Delving a little deeper, this analy 
(Continued on page 88) 














Prior to rolling, slabs are carefully inspected for surface imperfections which must be removed before the slab is 
rolled down. Here the imperfections are removed by burning or scarfing, as it is called by the steel man 


THE ABC'S OF STEEL 


Guided by an expert, this trip in print through a steel plant long will stick in your memory. No 
technical confusions, just simple facts about the stuff that goes into almost every product you 
sell. Prepared through the cooperaticn of the Bethlehem Steel Co., this third in a series of 
articles capably describing the processes of steel making is designed to help you become better 
informed—not only about products but about their ingredients as well 


BY A. P. SPOONER, METALLURGICAL ENGINEER, BETHLEHEM STEEL CO., BETHLEHEM, PA, 


THE PHYSICAL PROPERTIES Of steel more economical procedure of roll- In general, rolling produces 
are improved by hot mechanical ing ranks far ahead of the two latter = shapes of uniform section, in long 
working, which is carried out by = methods, both of which come under lengths. Where the requirement is 


one of three methods, rolling, ham the classification forging. (Forging for non-uniform shapes or for sec- 
mering, or pressing. .\s far as ton- — will be discussed in more detail in tions larger than can be rolled, 
nage is concerned, the faster anda subsequent issue. ) forging is the procedure to adopt. 


26 MILL SUPPLIES ® JANUARY 1940 

















A heated ingot ts being lifted out of 
the soaking pit, ready to be transferred 
to the rolling mill 


Rolling: Type of Mills 


In the rolling operation the hot, 
plastic steel is gripped and passed 
between horizontal 
volving at the same speed but in 
opposite direction. 


two rolls re- 


This is called 
The rolls are mounted in 
a housing, or stand, and are held 
in position by heavy screws. A 


a pass. 


stand having two horizontal rolls 


The steel gets its first rolling in the blooming mill. 
ingot is being reduced to the desired size by rolling 


is referred to as two-high; a three- 
high mill has three rolls, one above 
the other, and a four-high mill, four. 
The rolls which are in contact with 
the steel are called the working 
rolls, while those which idle are 
called backing-up rolls. Their fune- 
tion is to reinforce the working 
rolls and take up part of the load 
or pressure. mills are also 
equipped with vertical rolls, to roll 
the metal on all sides: 


Some 


These are 
called universal mills, or for struc- 
tural sections, Gray mills. 

In some mills the direction of the 
rolls remains constant, in others, the 
so-called reversible or reversing 
mills the direction is changed be- 
tween passes. In such a mill the 
travels back and forth, the 


distance between the rolls decreas- 


steel 


ing between each pass until steel 
is reduced to the desired thickness. 

There are two general types of 
three-high mills. The three-high 
plate mill has a top and bottom roll 
of the same size, both power driven, 
and always traveling in the same 
direction. Between the two is a 
third roll, of smaller diameter which 
is alternately raised and lowered to 
work with the top or bottom roll. 
The steel is passed between the 


The 
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lower and middle roll and returned 
between the upper and the middle 
rol!, The three-high bloomer or 
brillet mills have three rolls of the 
same diameter, all of 
driven. 


which are 
Tilting tables at each end 
lift or lower the steel into the passes. 

Tandem mills consist of a series 
of stands arranged in a. straight 
line and connected with roller tables 
for transporting the steel from one 
stand to the next. The first group 
of stands where the major reduction 
takes place is generally referred to 
while the 
last groups of stands are called the 
finishing 


as the roughing. stands, 
stands or the finishing 
Sometimes a set of inter- 
mediate stands are used between the 
roughers and the finishing train. 
The individual stands in a tandem 
mill may be two-high, three-high 
or four-high, 
reversible. 


train. 


reversible or nori- 

Mill rolls are heavy and have 
grooves cast or cut to shape the 
steel, except where a flat product 
such as a plate or a sheet is pro- 
duced. As the hot drawn 
into the rolls it is squeezed and 
elongated, either in a “closed pass”, 
in which the shape of the rolls pre 

(Continued on page 94) 


steel is 





In the slabbing mill the ingot is rolled down to slabs, the 
raw material for the plate and sheet mill 
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HOW TO MOVE A CAR IN THREE EASY LESSONS 


KEEP TRAGKS CLEAR 


Freight yards are choked, cars are in biggest demand in years .. . There's more work for car movers 


to do... It-looks like a big year for sales on this time-and-money-saving “poosh ‘em up" item 


“GIVE me a lever long enough, and 
a prop strong enough, and I can 
single-handed move the world.” So 
did Archimedes, that canny old 
Greek, explain’ the multiplying 
power of the lever some thousands 
of years ago. 

You begin to believe the old boy 
was right, too, when you hear that 
a 193,000-lb. carload of coal was 
recently shifted with 136 Ib. on the 
end of a lever. As far as moving 
the car was concerned, it was just 
as simple as it sounds, but the car 
mover itself is the result of a long- 
term development. In fact, it’s cele- 
brating its fiftieth birthday this year. 

Years ago, freight cars began to 
be too numerous for switch engines 
to be readily available when moving 
time came. They grew too big to 
be pushed around easily by hand, 
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so it was often a case of waiting— 
and paying—for a switcher, or cail- 
ing a labor gang armed with crow- 
bars to get cars spotted. 

The first step in improvement 
was to cut a slot in the heel of the 
pinch bar and to insert a piece of 
sharp steel to grip the rail. Next, 
a separate piece of tool steel was 
riveted to the base of the bar so 
that it acted as a fulerum. One man 
with this device could move an 
empty car, two (one on each rear 
wheel) could get ‘er rolling. 

Further developments brought 
compound leverage, special multi- 
tooth dogs, and the other elements 
which make one man with a car 
mover able almost to live up to old 
Archimedes predictions. 

This is the story back of the 
simple car mover, which many in- 
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dustrial distributors say they sell 
by following the railroad tracks, 
making a sale or two wherever 
there’s a loading platform. That 
includes even building-supply con- 
tractors, lumber yards and_ coal 
yards, as well as industrial plants, 
utilities and freight or 
terminals. 

And why not? About two switch- 
ing charges equal the cost of a car 
mover—to say nothing of the sav- 
ings in loading-crew when a car 
can be shifted as soon as they're 
through with it. Most industrial 
plants have a car mover or two in 
every building incorporating rail- 
way tracks, as well as long primary 
loading platforms. Use ‘em twice 
and they're paid for—so the plant 
manager can afford ‘em. Just go see 
if he can’t! 


express 














PRACTICAL RECIPROCITY | 


Here's a brief of the rousing talk made before Central States members at their recent meet- 


ing . . . wherein the American Association's president gave a nasty word a new meaning to 


point the way toward a more prosperous relationship between distributor and manufacturer 


sy DAN W. NORTHUP, pres. AMERICAN SUPPLY & MACHINERY MANUFACTURERS ASSOCIATION AND PRESIDENT, 


THE 


It IS MY BELIEF that the more we 
examine what I term “Practical 
Reciprocity”, the more clearly we 
will see its advantages. We are so 
dependent upon each other for our 
success that it must be obvious to all 
that only through the closest coop- 
eration can solve our common 
problems. 

Many of you may recall the sur- 
vey made by the publication “MILL 
Suprpuies”. I wonder if in your 
study of this report, you were as 
astounded as I by the disclosure of 
the large volume of mill supplies 
sold direct to the consumer. The 
first question that naturally arises 
from this is, “How can distributors 


we 


combat this direct selling.” 

In my opinion, the condition can 
be improved by attacking the prob- 
lem from two angles : 

1. By convincing manufacturers 
who sell through distributors that 
it is logical and economical to buy 
through distributors. 

2. By studying distribution costs 
for the purpose of adjusting resale 
prices to meet direct-selling compe- 
tition. 

Many manufacturers 
dual position 
consumers, 


occupy a 
they are buyers and 
as well as sellers of mill 
supplies. This dual position imme- 
diately raises the question, “Do we, 
as industrial buyers, practice what 
we preach as industrial sellers?” If 
not, the blame rests squarely upon 
manufacturing executives who are 
responsible for all of their 
panies’ policies, including that of 
buying. In such capacity, executives 
frequently play the part of Dr. Jekyl 
and Mr. Hyde. As Dr. Jekyl, they 
insist that their sales department 
maintain profitable selling prices. 
But as Mr. Hyde, they are equally 
insistent that their purchasing de- 
partment use every effort to break 


com- 


HENRY G. 


THOMPSON & SONS CO., NEW 


down the selling prices at which 
their supplies are bought. 

These executives who urge or 
approve direct buying, the breaking 
down of resale prices and who in- 
dulge in all of the practices that they 
think are unfair when tried on their 
own distributors, are unwilling to 
concede to other manufacturers’ dis- 
tributors, the same measure of pro- 
tection they would expect or demand 
for their own. Right here is where 
“practical reciprocity” should start. 

It is my contention that manu- 
facturers who sell substantially or 
wholly through distributors, should 
adopt and practice a buying policy 
consistent with their selling policy. 


Adjusting Resale Prices 


In addition to the establishment of 
buying policies by manufacturers 
who sell through distributors, di- 
rect selling might be attacked by 
studying distribution costs with a 
view to adjusting resale prices to 
meet direct selling competition. Be- 
fore discussing this point, I quote 
the “MILL 
mary which I mentioned before. 


from SUPPLIES” sum- 

“It is commonly realized that the 
distributor is most successful in sell- 
ing the small plant where buying 
volume is too low to be attractive 
to the direct selling manufacturer 
and that as plant size goes up, the 
distributor's advantages against this 
competition go down. Likewise, it 
is known that such things as price, 
reciprocity, etc., are factors diverting 
business to the direct seller.” 

This summary goes. straight to 
the heart of the problem of direct 
selling, and leads to the question of 
resale prices and distribution costs. 

Many industries have established 
their resale schedules by the “hit-or- 
miss” method. This “hit-or-miss” 
procedure is quite different from the 
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HAVEN 





DAN W. NORTHUP 


one we pursue in establishing fac 
tory selling prices to distributors. 
When manufacturers establish dis 
tributors’ prices, they know their 
costs, and therefore know exactly 
what profit to expect. Each com 
modity is costed to bear its own ex 
pense burden and priced to contrib 
ute its proper proportion to the 
company’s profit. Knowing costs, a 
profit is made on every item sold 
insofar as competition will permit. 


Discount and Profit Vary 


Now as an example of resale 
prices not established on distribu 
tion costs, let’s briefly examine our 
present hack saw resale price sched 
ules. The distributor's profit) on 
hack saw blades when sold at the 
maximum discount varies by type 
from 16.4% to 21.1%. 
Likewise, the distributor's profit on 


of blades 


the volume sold at the highest price 
varies by type of blades from 25% 
to 35%. 
pressed in terms of profit on the 
distributor's selling price. What 


These percentages are ex 


distributor can prove that the lower 
percentage of profit is too small and 
(Continued on page 98) 
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MARKETS OF THE MONTH 


With backlogs of farm implement makers big enough to carry through early spring, these plants are now in market 


for additional supplies. 


Here ts a load of tractors ready to leave 


Where to drive for supply sales during January and February 


Half the battle of selling is timing, 
pouncing on the customer when he 
not only is ready to buy but actually 
needs you. These markets are or 
should be going to town during Janu- 
ary and February. Look ‘em over. 
Then check the needs of these plants 
in your last September Sales Guide 
issue of MILL SUPPLIEs. 


AGRICULTURAL IMPLEMENT PLANTs: 


Prospects for food orders from em 
battled Europe will probably mean 
more planting this spring than for 


vears, and an end to the crop reduc- 
tion. Prices are going up too—so 


farmers can spare enough t 
badly needed implements. In turn, the 
implement plants are speeding up, 
using everything from milling cutters 
to paintbrushes, including drills, ream- 
ers, hand tools, bolts, rivets, welding 
rod, and the whole gamut of non- 
precision metal-working tools. 


» buy the 


TRACTOR PLANTS: 
ing points to 


The same reason- 
definite increases in 
sales of tractors for farm use. Most 
of these (well over 90°) are diesel- 
powered these days—so that 
stepped-up demand _ for precision 
metal-working tools and measuring 
instruments like micrometers, vernier 


means 
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calipers and even optical measuring 
tools. The other half of the 
tractors are in demand for: 


diesel 


looks 


con- 


ConstRUCTION: This spring 
like a long-time peak for the 
struction industry in all branches. 
That means shovels, hoes, 
hose, boots, hand tools, portable tools 
and dozens of other items, plus sales 
or rentals of portable pumps, ete: 


sales of 


Oit WELLS AND REFINERIES: Oil men 
also expect big business from the war 
in Europe—figuring that even spor- 
adic plane attacks and naval maneuv- 
ers require gasoline and lubricating 
oil. Here again is a need for hand 
tools, plus pipe, valves and_ fittings, 
insulation, and the odds and ends. 


TEXTILES 
larly 


(COTTON ): 
swells 


\merica regu- 
its purchases of cotton 
goods every spring to get ready for 
a warm summer. Just as regularly 
cotton mills hit their annual peaks 
along about the end of January. You 
textile-mill suppliers know the spe- 
cialties they use, plus mechanical- 
transmission items, maintenance tools 
and supplies. 


lextiLes (SILK AND Rayon): Here's 
another production peak, and for the 
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shipping room of Caterpillar Tractor Co. plant 


same reasons—with the same kinds of 
sales possibilities for you if you call 
around. Remember, Rayon plants are 
chemical plants, and hence need hose, 
piping, ete. 


TEXTILES (WooLENS AND WorsTEDs) : 
Seems funny that with warmer 
weather coming, woolen mills should 
be busy. Sut they are. Women’s 
Easter outfits must be turned out, as 
well as men’s spring suits. Try these 
plants on the above product lists. 


Boots AND SHOE Factories: Cold 
weather makes thin soles let in the 
elements, so boot and shoe plants are 
hard at it. See the maintenance men 
as prospects for hand tools. Suggest 
belting, V-belts, and their accessories 
while you're at it. Might check up on 
motors and controls, too, 


LEATHER: Tanneries use boots, hand 
tools, racks, hand trucks and so on. 
\ccording to the Government, this is 
their busy season. 


Macuine Toots & MACHINERY: These 
plants are making all-time records 
now. Better sell ’em anything they 
don’t make themselves—which includes 
over half the items you stock. They're 
really booming, as are shipyards and 
aircraft plants—in fact, most of the 
metal-working industry. Try rolling 
mills and steel mills, too, 
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HOUSEBOUND OVER A YEAR, 


Joe MeArdle is one tough hombre to 
keep down! Knocked for a loop. in 
an automobile accident January 5, 1939 
while crossing New York's famed Tri- 
borough Bridge, Joe woke up two 
weeks later in a hospital. Spent the 
rest of the winter and all of the spring 
there. Returned to his home in Elm- 
hurst, Long Island, early in the sum- 
mer, he has had a visiting nurse daily 
dress his leg which suffered a com- 
pound fracture and became badly in- 
fected. To an ordinary mortal this 
would have meant curtains as far as 
business was concerned. Not so Joe 
McArdle, super salesman for Frank- 
lin Hardware Co. of New York City. 
His sales volume is only 10 per cent 
below last year’s—and he hasn't 
visited a customer in over twelve 
months. 

What’s the answer? Well, as soon 
as Joe got on his good pin, he began 








HE STILL SELLS “EM 


writing ten or twelve catchy little post 
cards each day to his old customers. 
Not just “Hello” cards, but informa 
tive ditties on the Franklin line. The 
response was enthusiastic. P. A.’s 
dropped in to see him, others phoned 
orders direct to the office. Soon the 
credits began piling up. Nor did his 
fellow salesmen at Franklin let him 
down. Every time there was a service 
call to be made on one of Joe's cus- 
tomers, they were right there to pitch 
in and lend a hand. 

Because he is such a grand guy, all 
his friends, customers and fellow sales 
men are rooting for him to be back on 
the road again. 


Cracked up im an accident. House 
bound for over a year. Joe McArdle 
fools the experts by coming out only 
fen per cent below his previous year's 
record sales volume 





Plant Men Talk Production; 
Give Them Better Lighting 





Simple check with a light meter often 
spots trouble. Gives salesman chance 
to talk to plant superintendent about 
increased production with lighting 
equipment 


Two departments of a large Mid-West- 
ern automobile body manufacturer are 
showing net savings of more than 
$30,000 a year. Why? Installation of 
proper lighting equipment increased 
efficiency, eliminated repair work and 
reduced labor turnover—hence lowered 
production costs. Another manufac- 
turer boosted average production from 
5 to 15 per cent throughout all depart- 
ments by adopting a program of light- 
ing modernization and saved $250 per 
day or about $75,000 per year. 

Plant superintendents are ever on 


the alert to pare costs without cutting 
efficiency. Supply men shouldn't neg- 
lect this powerful talking point— 
better lighting. Show a man how to 
save money and he'll be more inter- 
ested in your general line. 


Mask Eliminates Fear, 
Opens Door to Sales 


An operator flinches—the work is 
spoiled. Maybe she ducked a piece of 
flying metal. Whatever the cause, pro- 
duction slowed down and fear set in. 
No doctor needed, yet. But a splen- 
did opportunity for the supply sales- 
man to talk protective masks. Photo- 
graph shows what can be done for 





No fear of shattered needles or button 
fragments here. Plastic mask protects 
eyes and gives worker safety comfort 
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comfort and safety of any plant worker 
whose eyes are endangered by flying 
bits of metal. 

In a manufacturing plant in) San 
\ntonio, Texas, button and snap sew- 
ers and bar tackers were plagued by 
shattered needles and flying fragments 
of buttons and snaps. A_ protective 
mask with light-weight, highly trans- 
parent plastic visor was adopted. Visor 
can be pushed back on hinges when 
not in use and a felt-lined headband 
attached to an adjustable rubber strap 
holds mask in a comfortable position. 

Besides eliminating costly and pain- 
ful eye injuries, this mask has_ in- 
creased productivity and accuracy of 
the operators. 


Small Tools in Demand 





Armament and’ peacetime business 
have caused a speed-up in production. 
Many plants are letting contracts for 
parts to local job shops. Skilled work 
men are in demand throughout the 
country. So are accurate, up-to-the 
minute small tools. Supply salesmen 
can cut in on some real business by 
increasing contact with these shops 
now while the run 4s hot. 
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SALES MEETING IN PRINT 





Subject CHAIN DRIVES. How much do you know about them? Can you 
answer 20 of the 27 questions on this page correctly? If so, give yourself a 


passing mark, you'll find answers on page 100. 


1. For what services are chain 
drives particularly suited ? 

2. Does reduction of chain load to 
75% of catalog rating harm it? 

3. What happens if you 
load 50% over catalog rating ? 

4. If a particular load drive is sub- 
jected to shock loads, what influence 
has this on chain selection ? 

5. What -are 
loads ? 

6. Is it advisable to use an oversize 
chain drive instead of taking a chance 
on an undersized one ? 

7. If quietness is important in a 
chain drive, what type of chain should 
be used ? 

8. In what 
gear drives similar? 

9. What are the apparent practical 
power-transmission limits for silent- 
chain drives ? 

10. How about speeds? What is a 
top speed and what is the desirable 
speed, in feet per minute? 


increase 


she ck 


some typical 


respects are chain and 
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11. What should be done for drives 
operating at speeds in excess of 1,500 
f.p.m. ? 

12. As speed goes up what should 
happen to the weight and pitch of 
chain selected ? 

13. Which have the higher power- 
transmitting capacity, slow-speed or 
high-speed drives ? 


14. How are sprockets built for 
close-quarter shafts ? 
15. Can roller chain be used in a 


direct drive from a motor? 

16. At 1800 r.p.m., how much power 
can a roller chain transmit? 

17. li speed is reduced to 600 r.p.m. 
how much 
handle ? 

18. What is a practical speed ratio 
for a chain drive? 

19. What is a reasonable maximum 
for a single reduction ? 

20. How many teeth are the abso- 
lute minimum for the faster-running 
sprockets of a roller-chain drive? 


power can a roller chain 
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. at this point the customer is sold and all that remain are the details” 
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21. How 
least space ? 

22. What is the 
general use ? 


can this be made to take 
safer minimum for 


23. How can power-transmitting ca- 
pacity or speed of a given drive be 
increased ? 

24. Finished-steel roller chains on 
cut-tooth sprockets can transmit how 
much power ? 

25. How fast can they be run? 

26. How high can speeds be on 
bushed steel-roller chain drives? 

27. What are the other advantages 
of this chain over malleable-link and 
closed-end pintle chains ? 


Sam Supplier Figures Ages 


*Lookit, Sammy, I got one for you,” 
said his P. A. friend. “My sister is 
just one-sixth as old as I am. My age 
divided by 2, 3, 4, 6 and 8, always 


leaves one year. But when it is di- 
vided by 5 it comes out even. How 
old is the kid? 

Sam racked his brain for three 
minutes to get this answer. How’s 


your racking ? 


(No good? Then see page 100) 


It’s In the “Spotlite” 


Once a week every outside salesman 
and order desk man in the industrial 
division of the George Worthington 
Co., Cleveland, receives a copy of 
“The Spotlite.” There, in “handy 
package form,” he finds the messages 
his company believes will keep him 
on his toes. This little informal paper, 
compiled and edited in the Worthing- 
ton office, gives him sales tips, special 
notices, news about manufacturers and 
their lines, changes in prices, brief 
“pep” talks, comments on some es- 
pecially good selling jobs by members 
of the organization. It saves him from 
boring through a mass of mail, gives 
him in quick and easy fashion the 
“house picture” of things. He likes 
it. There’s a lot of work to getting 





J. W. VICKERS 


out the “Spotlite” every week, but J. 
W. Vickers, manager of industrial 
sales, that results pay for the 
effort many times over. 


feels 





eC 


Le 


mn 


1d 


ze 
ys 
li- 


WwW 


an 
ial 
on 
of 
dy 
res 
im 
er, 
ig - 
ial 
nd 
ief 
es- 
ers 
om 
Ves 
the 
Kes 


ing 


rial 
the 


KEEPING UP WITH BUSINESS 


Aircraft industry takes off to a 
15,000 planes per year production 
schedule. Plans to increase capacity 
as soon as possible 


Construction Volume Tops ‘38; 
Chemicals Busy in lowa 


For the first eleven months of 1939 
the construction volume, $2,812,529,- 
000, exceeded the total for the entire 
year of 1938 and showed a 114 per 
cent gain on the same 48-week period 
of last year. 

Chemical process industries took a 
$7,500,000 interest in Iowa in Novem- 
ber. Du Pont accounted for biggest 
slice with proposed project for erec- 
tion of a plant at Clinton. 


Metal-Working Plants Headed 
For Busiest Winter on Record 


Cushioned by a huge backlog of 
orders from the Allies, other foreign 
nations and U. S. Government, metal- 
working industry is headed for one of 
the busiest winters in history. Ma- 
chine tool builders loaded to the gun- 
wales with orders are making every 
effort to push production rate higher. 


Autos Miss New Record 


Automotive industry missed by a 
hairbreadth opportunity of knocking 
off a new record in November because 
Chrysler was out of lineup. Chrysler’s 
loss of 21 working days lopped about 
100,000 units off November total. 


Steel Output Stays Above 90 


Steel production now has increased 
for six consecutive months bringing 
November output to record high of 
5,462,616 gross tons—a jump of 87 per 
cent above last May’s production, the 


low point of 1939. 





NAPA Report Stresses Change in Tempo 


In its monthly report the National 
Association of Purchasing Agents 
stressed the change in the industrial 
structure from one of feverish activity 
to that of a more orderly tempo. 
Volume of new orders dropped 
slightly. Forward commitments vary 
in different sections from one to four 
months with inventories at a higher 
level but tending to increase slowly 
due to stepped-up production and slow- 
ness of deliveries. 


Industrial Output Above 1929 


Industrial production in November 
broke 1929 records and soared to 125 
in terms of the Federal Reserve 
3oard’s official index. Index, which is 
a per cent of 1923-25 average, was 120 


in October. At the same time Standard 
Statistics Co., released their index of 
industrial production for first eleven 
months. Charts showed 1939 exactly 
paralleling 1938 only at a level 20 
points higher. 


Utilities In Market Again; 
Travel Lines Brush Up Services 


As power output breaks all records, 
electric utilities step up equipment 
buying to highest level since 1937. 
This healthful impulse to industrial 
activity is likely to last well into 1941. 

Transportation lines are busy brush- 
ing up their facilities for a cut into the 
$250 million travel melon usually spent 
in Europe. Resort communities are 
building in anticipation of $6 billion 
year in 1940, 
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Volume per salesman which moved up to $6659 during October slid 
off to $6316 in November due to double Thanksgiving holiday mixup. 
Number of orders per salesman per day, however, climbed to 15 in 
October and was pegged there during November. 
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Volume per salesman in November—$6316 
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Orders per salesman per day in November—15 
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SHAPE YOUR SMALL TOOL SALES 10 MEET 


The crisis in Europe has accented Uncle Sam’s efforts to be ready 
if need be. Every shipyard is working day and night—and the 
peak won't be reached for another year. There’s a tremendous 
market for small tools and portable tools in these yards. In the 
Navy yards alone small tools to the annual tune of $7,000,000, rising 
to a total of $16,000,000 in 1941, are being gobbled up. These 
random shots, taken at the Brooklyn Navy Yard, serve only to show 
the variety of tools needed to produce a complex fighting machine 
like the U.S.S. California shown above firing her 14-in. guns in battle 
practice. 


NOW AIM YOUR SALES —~> 


Fourteen drills go down simultaneously 
into this cast-steel cross—typical of 
dozens of multiple-drilling operations. 
Good spot for drill and cooling-com- 
pound sales 





Tip On Boosting Output in Metal-Working Trades 


Increased production without in- 
creased cost. How many plants in your 
territory are angling for that goal right 
now? Here are three typical examples 


of what has been done with variable- 
speed drives and the results obtained. 
In a plant that was manufacturing 
spring tension fasteners of special de- 


Variable-speed drives in this plant are credited with boost- 
ing the earning power of each machine about $10 per day 
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sign application of variable-speed 
drives to the punchpresses has re- 
sulted in a marked increase in pro- 
duction. Manufacturer was using a 
small high speed press that punched, 
formed and cut-off spring tension fast- 
eners of special design in one opera- 
tion. Maximum production was 14,- 
000 pieces per hour. Application of 
variable-speed drive to the punch press 
jumped production to 18,000—an in- 
crease of more than 28 per cent. 

As the result of replacing change 
gears on another press with a variable- 
speed drive, operating speed went up 
from 9,000 to 14,000 strokes per hour. 
Quality of product remained intact, 
but increase in production amounted 
to 55 per cent. 

In a third case, an increase from 
7,000 to 10,000 units per hour was ob- 
tained on 4-slide machines when vari- 
able-speed drives were installed. Ex- 
tra 24,000 pieces produced in an eizght- 
hour day increased earning power of 
each machine $10 per day. It didn't 
take long for each of these variable- 
speed drive installations to pay for 
itself. 





Threading heads can be used on turret 
lathes or screw machines—and in 
most materials they require coolant. 
Saves time and increases accuracy 


Closeup of a lathe hard at it—drilling 
a Stainless-nut, while the tool bit in 
the toolholder is ready for a facing 
cut. Don’t overlook wrenches and 
chuck, too 


A vise and an air grinder work to- 
gether to create a bench grinder for 
planer blades. See the wrench, goggles, 
apron, head for a square, tool-boxes 


Bench tools may be sold either to the 
man in the toolroom or to the yard 
(in production jobs). Here a _ tool- 
maker mikes a plug gage, and has his 
marking stamps in the background 





Ball-Bearing Hangers Provide 
Quick Way to Sales Profits 


Here’s a quick way to profits for 
both the supply salesman and the 
plants he services. Keep your eyes 
peeled for old sleeve-bearing hangers 
in the plants you visit. When you spy 
them, start your campaign to equip 
the plant with ball-bearing hangers 
which can effect great economies for 
the user in power, lubrication and 
maintenance costs. And when you talk 
economy you are taking first step 
toward opening door for other sales. 

Take the case of a textile manufac- 
turer who made a saving of $1,181.54 
in one year by just such a move. A 
total of 96 ball-bearing hangers were 
installed on main lineshafts and on 
countershafts and jackshafts in the 
warp room, burling rooms and several 
weaving rooms. 

Records show that maintenance costs 
for the 96 hangers is only $190.88 a 
year of $1.99 per hanger per year. 
Spoilage of product due to lubricant 
dripping has been eliminated, and the 


oiling required every week or two by 
the old bearings is no longer necessary. 
Average power saving on all lines was 
estimated at 12 per cent which is not 
to be sneezed at. 


It's Cheaper to Buy New 
Broom Survey Reveals 


A cost analysis recently conducted 
by a Mid-Western concern brings joy 
to the hearts of all supply salesmen 
and in addition provides a good sell- 
ing point as well. This analysis re- 
vealed the fact that it is cheaper to 
discard worn floor-sweeping brushes 
than to keep on using them after their 
effectiveness has been destroyed. 

The figures showed that discarding 
brushes which were worn down more 
than 20 per cent—that is the length 
of trim remaining was only 80 per 
cent of its original length—brought 
about sufficient savings in labor cost 
to pay for new brushes. The porters 
now have available several hours extra 
each week for other work in the plant. 
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DISTINGUISHED 
SERVICE 


This month’s Distinguished Service 
Award, handsomely framed, plus a 
very useful ten-dollar bill goes to Jack 
O'Donnell (Federal Hardware, N. Y.) 

A real salesman who doesn’t take 
“No” for an answer and won't be 
stymied by obstacles, Jack wins the 
award by a bit of work wherein he 
not only rendered valuable service to 
a good customer but built some extra 
business for himself as well. 

The customer—an oyster farm. The 
problem—oyster shells being quite 
abrasive, wear and tear on shovels was 
heavy. The answer—Jack did some 
figuring, found a shovel of special alloy 
would hold its shape and prove a long- 
run economy. 

But the oyster farm’s boss snorted 
on seeing the shovel of Jack’s choice. 
It looked too shiny and neat for the 
job to be done. “What’s it for—to 
shovel the sun off the roof?” was the 


Jack O'Donnell wields 
a mean shovel 


sarcastic comment. Whereupon Jack 
dug in—literally. Peeling off coat and 
shirt, he offered to use the shovel on 
the job—and did. 

At quitting time the foreman came 

over, glanced at the pile of shells, then 
closely examined the blade for signs 
of wear. With an excited gleam in 
his eye he asked Jack to leave two 
shovels. And in two days in came 
an ordey for six dozen, and a nice 
letter saying that henceforth this type 
of shovel was to be standard at all of 
the outfit’s oyster farms. 
Salesmen: What’s your experience in 
rendering a customer an _ unusual 
service? For every distinguished serv- 
ice story published Mii.i Suppuies will 
award a handsomely framed certificate 
plus ten dollars. Jot down your ex- 
perience, have someone in authority 
verify it and: then send it—with your 
photo—TODAY to the editors of MILL 
Supp.ies, 330 West 42 St., New York, 
a 2 


















SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 
originally appeared, 


Why Sales Meetings customer the average catalog is des- 
tined for a good long sleep. 

A wonderful opportunity is over- 
looked to do an unusual and outstand- 
ing advertising job around the catalog 
which would serve a dual purpose. 
Reference to the catalog for additional 
details can be made in conjunction 
with all product advertising and spec- 
ial features of a catalog can be pro- 
moted simultaneously or separately. 

A useful catalog is always welcome, 
but sometimes the useful data it con- 
tains is forgotten. All catalogs need 


Years ago it seemed as if children 
simply had to have measles before 
they could grow up. Now we know 
better. 

Some folks are beginning to wonder 
about sales meetings, too. Are they 
a natural part of business? Or are 
they an epidemic? It is safe to say 
at least, that sales meetings are over- 
done. They smack too much of a 
political rally. 

Standardizing human methods and 
efforts means stifling individual initia- 
tive and ingenuity. Trying to get a 
body of salesmen to use the same style 









promotion, good ones especially.— 
from an editorial in Industrial Market- 
ing, December, 1939. 


Recessed Screws Save Trouble 
in Ski Making 


In each pair of skis manufactured 
by Ed. Maynard, Inc., Plymouth, 
N. H., there are from 150 to 200 
screws. With the ordinary type of 
screw, splitting of the head was a 
source of trouble. It was found to be 
almost impossible to drill out a small, 
broken screw without slippage of the 
screw itself, which results in making 
the hole larger. The hole than had 
to be filled with some suitable material 
and another screw inserted. 

To avoid such troubles this com- 
pany has used Phillips screws for 
about three years. The recessed-head 
screw very seldom splits and is faster 
to handle if the end of the screw 
driver is magnetized. A further ad- 
vantage is that the screw is always 
centered in the power-driven, screw- 
driver, which eliminates the wabble 
that results when the screwdriver 
gets off-center, keeps the head level, 
and does away with grinding.—by 
H.S. Knowlton in Factory, Dec., 1939. 





of approach compares with trying to 
get the same number of women to 
dress alike. It doesn’t work. 

As for the virtues of the sales meet- 
ing idea it gives 


an organization a 
chance to announce new policies and 
to explain them. An opportunity is 
presented to introduce new products 
and show models to better advantage 
than pictures 

pare and 
methods used by 


And a chance to com 


notes hear of 


successful 
others. 

All the rest of the 
program can best be conducted in the 


privacy of th 


sales meeting 
sales manager’s office 


between him and one 


salesman at a 
That's the doctor’s office. 

Sut if sales meetings are to be held, 
let’s make them meetings of salesmen 
Let’s 
have the meeting run by a salesman 
and made up of salesmen’s discussions 
for their exchange of ideas and ex- 
periences, 


time. 


and not lectures by executi: es. 


Let them invite speakers 
from the organization as they feel the 
need of interest.—Forbes, 
15, 1939. 


November 





Catalogs Need Promotion 


Millions of dollars are spent every 
year in the production of bright, new 
shiny catalogs, but very little for their 
promotion. After it has been placed 
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in the hands of a prospective buyer or “Call up Vehicle Licenses . 
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. . Hanged if I'll put that number on my truck!” 























With 9sBoRy BRUSHES 


NO. 3 IN THE “OSBORN BUSINESS BUILDER” SERIES FOR SALESMEN 


@ Said a scientist, “The coldest thing known to man is frozen helium 
gas. That’s 458 degrees below zero Fahrenheit.” 


Replied a salesman, “You haven't met the type of industrial buyer 
whose interest in what I’m selling is absolute zero. That’s 459.4 
degrees below zero Fahrenheit.” 

“Thaw him out with a smile,” laughed the scientist. “It’s the 
quickest way to melt the ice of indifference.” 

1 7 7 

That’s the big idea back of Osborn Business Builders. They start 
with a smile and end with a fact...that Osborn Brushes are well- 
made TOOLS, helping men do better, faster work at less cost per job. 


The Osborn Business Builder folder for January is illustrated. 
There'll be a “January thaw” of interest in Osborn Brushes when 
alert salesmen start handing these folders to brush users. 


Save Tie e On 


leaning J ob // 
Nothing like them fo, 
Paint and varnish. 
ings.. 


removing 
. cleaning Cast- 
*Femoving grease and 
rust. These modern tools 
quickly Pay for themselves 

in the time they save. 





TEN YEARS AGO IN MILL SUPPLIES 


W.D SHARPE, THE STRONG. CARLISLE & HAMMOND CO., 
CLEVELAND, TOLD HOW GRINDING WHEEL 
SALES WERE BOOSTED BY FIRST ANALYZING 
CUSTOMERS REQUIREMENTS, THEN suP- 
PLYING THE RIGHT WHEEL TO SOLVE EACH 
PARTICULAR PROBLEM. 
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AMONG THE DISTRIBUTORS WHO 


DISCUSSED PLANS FOR THE YEAR FROM REPAIRING FARM TRACTORS, AT 
AHEAD, IN ASPECIAL FEATURE OF \\ THE AGE OF 14, TO FOUNDING ANDO BUILDING 
THE MAGAZINE WERE---* \\ UPA MILL SUPPLY BUSINESS WHICH STANDS 


— on \ HIGH IN THE INDUSTRY, WAS THE SUCCESS” 
~~ \\ “ 
Mow) eeramenaa samara \ Got Ge? ae tekatany preatteds 
AN’ POLICY OF HOLDING SATURDAY \\ War uae tn webeee co.” 
\ MORNING CLASSES IN WELDING, y 
STARTED THE YEAR BEFORE BY FT WAYNE. 
W.P. AND R.S.MARS (O., DU- actinic 
LUTH, NOT ONLY ATTRACTED 
ATTENDANCE FROM AMONG 
PROSPECTIVE USERS-.--- 
= BUT “UPPED” age pees 
EQUIPMENT SALES FOR || 
THE COMPANY { WELD 














“a 


A if 
~_ 2, 
cooperare \ \_{' 





WITH FEL LO ) 3 
Dis RIBUTORS IW, t 
R LOCAL / ° 


GROUP" / <e 
Qh Tol 
f 


ad ; 
TURAL 
 — 


a 
TE ON 
FERRITORIES, WE CUP 
OWN u (fe 
TEMS’ 
(TABLE TIES i \“~ oy ed AEWS ITEMS al 


JAMES MEGRAW, INC., RICHMOND, VA., WAS SOLD TO ITS EMPLOYEES. 
a 


THE CHANDLER & FARQUHAR (0., BOSTON, ELECTED HARRY H. KERR, 
PRESIDENT; CHARLES S$. FARQUHAR, TREASURER; BARTHOLOMEW 
J. GORMAN, ASSISTANT TREASURER 


Aa 
HarDy € DISCHINGER (0., TOLEDO, WAS PREPARING TO MOVE FOL- 
LOWING A FIRE THAT HAD DESTROYED ITS OLD STORE ON NOV. I> 


\ 


on 


Lee 
WENDELL H. CLARK , SAMUEL HARRIS & CO, CHICAGO, WAS ELECTED TO 
THE EXECUTIVE COMMITTEE OF THE NATIONAL SUPPLY & MACHWERY 
DISTRIBUTORS' ASSOCIATION. 
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Leu Nicholson Files because I can offer 


my customers more than with any other 
file line: 


* “A file for every purpose” and “Twelve 
perfect files in every dozen.” Thus, there 
isn’t a field I can’t cover; and I haven’t any 
fear of complaints, rejects or comebacks. 


® Brands the whole world knows. I have 
no “introductory” resistance to break 
down; no groundwork to build; no doubts 


to dispel. 


* A clean-cut distributor policy. I get 
full manufacturer co-operation and fair- 


and-square discount protection. 


* Service assistance. Skilled field engi- 
neers are always at my call to help me 
solve my customers’ filing problems. 

®* Sales aids. I have the backing of the 
most extensive advertising any file manu- 
facturer has in force; and the help of a 
complete, well-rounded promotional 


service. 


I’ve “got something”! 





@ “Once with Nicholson, always with Nicholson,” 
is being proved right along among distributors 
whose connection with this stalwart establishment 
goes back thirty, forty, fifty years—and longer! 
NicuHotson Fite Company, Providence, R. I. 
Canadian Plant, Port Hope, Ont. 
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l00= Average Monthly Sales, 1923-1925 
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MIDDLE WESTERN STATES 














SUPPLY SALES 


Gains in sales volume in the North Atlantic and Pacific 
areas were not sufficient to offset slight declines in other 
sections and brought Sales Indicator down to 130. 
Dollar average per order eased from $19.31 to $19.08 
along with the drop in orders per day from 122 tol21. 


DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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PACIFIC COAST STATES 
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CAPITAL 
“RED CAPS” 


% We have been making brushes and brooms for 
industrial use for 50 years. During that time the 
growth in the number of users of CAPITAL "RED 
CAP" Brushes and Brooms has been steadily in- 
creasing. Today CAPITAL "RED CAPS" are used 
from coast to coast. The reason is that this line 
was developed and designed to best meet the needs indicated by the requirements of 
users. Long time satisfactory performance has established the CAPITAL "RED CAP" 
line as a good source of revenue for our distributors—constant re-orders from users is a 
sure sign of satisfaction. It is our distributors’ opportunity for increased sales volume. 
We have a distributors’ policy that protects—our sales assistance is freely given—good 
profits are your reward. Look into the advantages offered by the CAPITAL"RED CAP" line. 
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Corinth Adds Bennett 
And Anderson to Staff 


N. M. Bennett has joined the Cor- 
inth Machinery Co., Corinth, Miss., 
ind will function as a sales engineer. 
Mr. Bennett was formerly associated 
with Fairbanks-Morse Co. Another 
recent addition to the staff is Robert 
W. Anderson, sales engineer who will 
office work. Mr. And- 
‘rson was graduated in June from 
Georgia Tech. He was an honor stu- 
lent in engineering. 

Machinery Co., has en- 


handle general 


Corinth 
1 | - 
larged Its machinery shop erecting de- 
partment s| he move was accomplished 
by storing finished steam engines else- 
warehouse for 


where and arranging 


finished products. 


[LEFT] Charter members of the Buffalo 
Amigos club pose at their first meeting 
after initiation by the Syracuse club 

Officers Hardware 


[RIGHT] elected by 


—_ 


(CRAGI 


irene 


Cragin & Co. exhibit was voted most attractive and most informative display by visitors 
to the Washington Purchasing Agents’ and Manufacturers’ show at Olympic Hotel, Seattle 


Trade Association of New York to carry on 
activities for 1940, left to right: M. L. 
Langel (Osborn Mfg. Co.), third vice-presi- 
dent; W. E. Clapp (Yale & Towne), chair- 


man of board; R. E. Doti (Igoe Bros.), 


president; E. S. Norvell (E. C. Atkins), sec- 
retary-treasurer; M. C. Harriman (American 
Steel & Wire), first vice-president and F. A. 
Scholl (Long Island Hardware), second vice- 
president 


Compliments were paid the sales organization of Republic Rubber Div. on last year's fine showing when they got together with the execu- 
Executives of Republic seated, left to right: E. M. Ikirt, M. C. Meyer, G. L. Smith, H. P. 
Schultz (sales manager), O. S. Dollison (v-p in charge of sales), H. W. Croysdale (v-p and factory manager), A. Brill and C. H. Zieme 


tive group for their annual sales conference. 
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EXTREME 
ACCURACY 


IN DOZENS OF CRITICAL 
OPERATIONS CONTROLS 
THE FINAL RESULT 


PRACTICAL 
PERFECTION 


MUST BE REACHED IN EVERY 
ONE, BEFORE A DRILL MAY 
BEAR OUR NAME 





TWIST DRILL AND 
M R | MACHINE COMPANY 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE ST CHICAGO STORE: 570 WEST RANDOLPH ST. 





MILL SUPPLIES ®© JANUARY 1940 43 





Hewitt distributo 


We think 1940 is going to be a great year for HEWITT distributors. 
They're going to cash in on one of Industry's most powerful sales 
and advertising drives. Throughout the entire year every user of 
industrial rubber goods will be bombarded with HEWITT advertis- 
ing... preference for HEWITT brands will be strongly fortified in 
every territory, and in every industry. A long list of leading mag- 
azines is being used... magazines carefully selected for pene- 
trating coverage and influential editorial background. Smashing 
advertisements in color will apper, in dominating large size space. 
There will be an average of almost 100 HEWITT advertisements 
directed to every plant in your territory. eeeee Take the first 
step, now, to be sure of a good year in 1940. Identify your firm 


with a sure-fire profit making campaign... line up with HEWITT. 


HOSE «+ CONVEYOR AND TRANSMISSION BELTS + PACKING 
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Bill Green Honored at 
Testimonial Luncheon 


W. J. “Bill” Green, recently ap- 
pointed sales manager of L. S. Star- 
rett Co., was honored at a testimonial 
luncheon given by 60 of his many 
friends in New York City. Manufac- 
 civene’ men, distributors and _ hard- 





Bill Green's many friends drink a toast in his 
honor. At the speakers’ table stand, Fred 
Scholl, toastmaster; Bill Green, new sales 
manager L. S. Starrett Co.; Bill Edwards, 
| Federal Hardware Co., and just peeking 
| into the picture is Bob Cruise, Corbin 
Screw Co. 


| 





ware dealers gathered at the New 
York Athletic Club December 18 to 
wish him much success in his new 
position. 

Mr. Green, who has been located in 
the New York area for 32 years 
joined the Starrett organization in 
1914. In his new position he will 
make his headquarters at the Starrett 
plant in Athol, Mass. 

Principal speaker at the luncheon 
was Fred Scholl, president of Long 
Island Hardware Co., who paid trib- 
ute to Bill Green with many kind 
words and presented him with a cow- 
hide traveling bag on behalf of his 
friends seated at the luncheon tables. 





& MFG. CO. 
U. S. A. 





J. P. Green of the Macklin Co., C. C. 
McCulloch, treasurer and general man- 
ager of Dehler Brothers Co., Louisville, 
and Dehler's Will Reinert (in left to 
right order) interrupted in the act of 
inspecting construction work on the new 
front of the Dehler Company's warehouse 
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Starrett line that PERFORMS best. This explains the 
incheon steady, profitable volume sales that come 
Bern : oy naturally to the jobber featuring Atkins 
y kind Gay Metal Cutting Saws. 


a cow- 


of his a 24 It's the line that’s known throughout industry 


tables. 


for great ENDURANCE-—for high speed 


Ist above ~ ut . volume production, long blade life, and 
Atkins Silver Steel Blades ~~ 


known everywhere as ‘Blue Ends.”’ = “ay ; - lowest metal cutting costs. These and other 
ee ee ee ee eee | y convincing talking points, plus consistent, 
2nd above) Atkins A-Mol Blades (Yellow 


Ends). Molybdenum blades of ’D-B-L” Special _ forceful advertising make the Atkins Line 


Saw Steel with performance similar to Blue 


End A “wear well” for the jobber—a yeur-in, 
year-out profit maker. 


Atkins Clearance Grind Metal Milling Saws 
Permit users to operate milling machines at 
peak efficiency. E. C. & CO. 


“a . . “a 
Atkins Super-Power Blades. Made of Silver For Every Cutting Job, Atkins Has The Edge 
Steel. Can be unqualifiedly offered to users 
as fastest, straightest cutting power blades 
available. 
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‘Helps Supply Houses 


Get More 
Business 


William A. Corse of Root, 
Neal & Co., Buffalo, N. Y., 
says: “The Yarway certainly 
helps supply house salesmen 
to get more steam trap busi- 
ness. The novel design and 
ease of demonstration makes 
it a good item to feature in 


our sales work.” 
* 


Why don't youinvestigate the Yarway 
—largest-selling steam trap in the 
supply house field. Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 








| do not 


PA’s LOOK AT 1940 


WHAT DO THE MEN who control buying throughout the nation think will 
happen during the coming twelve months? Realizing that this question is 
all important not only to other buyers but to the men who sell these buyers, 
the National Association of Purchasing Agents under the chairmanship of 
Frederick J. Heaslip (Fairbanks, Morse & Co., Chicago) made a survey of 
leading purchasing agents throughout the country to get their ideas about 
the new year. Here are excerpts of what some of these men say about busi- 


ness in the new year. 


C. G. BUNNELL 


Westinghouse Electric & Manufacturing 
Co., East Pittsburgh, Pa. 


1940 is going to be a good year. Prices 
are not going high unless P. A.’s keep 
saying, “Prices are going up,” in which 
case the sales boys will see that the 
P. A.’s are not disappointed. Deliveries 
are going to be a lot tougher than usual 
but not too tough. 


DONALD G. CLARK 


Gulf Oil Corporation, Pittsburgh, Pa. 

Doubtless, fundamental domestic con- 
ditions as to the Government’s financial 
condition, and many other factors, indi- 
cate that 1940 may be a year of de- 
creased business activity. Certainly, we 
have a very perilous period of read- 
justment ahead of us, and not very far 
ahead. 

On the bright side of the picture we 
can see, however, a demand for capital 
expansion which has been dammed up 
for a long time, a healthy state of in- 
ventories in spite of whatever forward 
buying has been done recently, and a 
probable improvement in the way in 
which politicians look at business. All 


| of which are healthy symptoms. 


HARRY L. ERLICHER 
General Electric Co., Schenectady, N. Y 

While production costs are rising, I 
look for further increases in 
prices, at least during the first quarter of 
1940; but, rather, as the supply-to-demand 
ratio becomes more balanced, with, per- 
haps, supply overbalancing demand, com- 
petition may again enter the picture and 
cause some recession in prices, particu- 
larly on those commodities which have 
shown more spectacular increases in re- 
cent months. 

I believe domestic business, as a whole, 
during 1940 is going to be quite satis- 
factory, and the adjustment of supply and 
demand will eliminate the hysteria so 
prevalent over the past several months. 


A. P. HICKCOX 


Scovill Manufacturing Co., Waterbury, 
Conn. 


With most of the world at war and 
getting poorer daily it is difficult to visu- 
alize any enduring prosperity for this 
country. Temporarily we may benefit 
from the misfortunes of others. Fortu- 


| nately, too, conditions in this country 


industrially are favorable irrespective of 
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wars abroad. Therefore, I am looking 
for an active new year with average pro- 
duction running better than in 1939, 


C. A. ILGENFRITZ 


Republic Steel Corp., Cleveland, Ohio 


Indications are that general business 
in the first quarter will continue at a 
level slightly under the average for the 
fourth quarter of 1939 and that the sec- 
ond quarter will be almost as good but 
will taper off toward the end. This may 
be followed by a decline in the third 
quarter and the movement in the fourth 
quarter may also be downward, offset a 
little by activity in consumers’ goods 
lines and perhaps by a political situation 
more favorable to business. 

In all probability, commodity prices 
will trend upward the first part of the 
year. If this rise should become rapid, 
it will be a danger signal of great 
importance for production in excess of 
consumption and costs out of line with 
earnings and wages would result and 
the effect would be a substantial slowing 
down. 


GEORGE E. PRICE, JR. 


Goodyear Tire & Rubber Co., Akron, 
Ohio 

Disregarding the many “ifs” in the 
situation, some letdown in the first quar- 
ter of 1940 may be expected and may 
extend through the second quarter. As 
a whole, however, the first half of 1940 
should be better than the corresponding 
period of 1939. The second half of 1940 
should definitely be on the upgrade with 
levels for the entire year equal or per- 
haps considerably better than 1939. 


H. C. SHAFER 


The Timken-Detroit Axle Co., Detroit, 
Mich. 

In the United States we will have a 
Presidential election and the “ins” will 
do all they can to stay in like a little 
boy before Christmas, while the “outs” 
will do all possible to discredit the 
“ins” and get themselves elected. That 
means a bewildering spread of ‘“do’s” 
and “don’ts” for the business man. For 
the purchasing agent “if I’da” will be a 
standard phrase so long as the world is in 
a turmoil. “If I’da” bought more; “if 
I'da” bought less; “if I’da” extended the 
contracts; “if I’da” closed my ears to that 
offer to extend that contract, etc., etc., 
etc. 
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What are You 


SELLING? ig 


Portable electric drills? Then you’ve got 
plenty of competition, because nearly 
everybody peddles those. But when you 
show-—and demonstrate—the New Van 
Dorn 4” and \” Junior Drills—you’ve 
GOT SOMETHING! 


These two new drills W-I-D-E-N your 
sales possibilities enormously. They give 
you the chance to sell additional drills to 
your old customers and open up new drill 
prospects for you. Why? Simply because 
when you show these two remarkable new 
drills, prospects will recognize them as 
having features formerly associated only 
with much higher priced tools. 


Check these features for yourself and you’ll 
see why we say they’re the most remark- 


able drill values ever. The New 14” Junior 
is lighter in weight and 214” shorter than 


THE “RED-HEADED” 


the previous model, plus having a new 
motor which gives 20% MORE power 
and 40% MORE torque! There’s a remov- 
able end cover that makes commutator 
inspection and servicing easier. Oil-less 
bearings; threaded (not pressed on) chuck; 
sturdy cord protector and clamp. A short 
spindle offset allows unusually close-quarter 
drilling. Compact gear-train arrangement 
(formerly found on expensive Van Dorn’s) 
frees the new drill from ‘‘nose-heaviness,”’ 
thereby assuring better operating balance. 


The 14” Junior, also completely redesigned, 
is an equally remarkable value at the price, 
with features formerly found only in higher- 
priced tools. Start out now showing these 
two new Van Dorn Juniors and watch you 
make sales! Van Dorn Electric Tools (Divi- 
sion of Black & Decker Mfg. Co.), 717 
Joppa Road, Towson, Md. 


PORTABLE ELECTRIC TOOLS 


MILL SUPPLIES ® JANUARY 1940 


PORTABLE 


ELECTRIC 
ANDERS 


SCRUGUN 


» 


SCREWDRIVER 
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VIAN SAR 
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SIMONDS 


“RED TANG” 


Files with teeth that 
cut like a Metal Saw. 
Remove more metal. 
Stay sharp longer. 
Any style or length. 
First grade only. 


llers—Be f 


utters 


Write for book ‘‘File Facts.” 


SIMONDS SAW AND STEEL CO. 


FITCHBURG, MASS. 





Franklin Luncheon Club celebrants at the annual holiday party at Club Holland, New York 

City include (left to right): Barnes (H. G. Thompson & Son Co.); Schmidt, Stanley Tools; 

Lehnhart, Behr-Manning; Popp, Toledo Pipe Threading Machine Co.; Merritt, Reed Mfg. 

Co.; Vincent, Morse Twist Drill & Machine Co.; Diehm, Franklin Hdwe. Co.; Hyde, H. G. 

Thompson & Sons Co.; Fenn, Millers Falls Co.; Horner, Allen Mfg. Co.; Borst, Franklin Hdwe. 

Co.; Green, L. S. Starrett Co.; Edwards, American Saw & Mfg. Co.; Perkins, J. H. Williams 
& Co. and Cruise, of Corbin Screw Co. 


Franklin Luncheon Club 
Has Annual Holiday Party 


One of the merriest Christmas par- 
ties of the year was the annual holiday 
celebration of the Franklin Luncheon 
Club on December 28. Club Holland, 
New York City, was the scene of the 
reverberations and the rafters were 
rocked for a time with the singing of 
all. In between the members enjoyed 
a banquet-luncheon. 

The organization is unique in that 
it is composed of manufacturers’ rep- 
resentatives located in the downtown 
section of New York City and two 
executives of Franklin Hardware Co., 
from which the club derives its name. 

Good fellowship is the outstanding 
characteristic of the club. That, with 
the added privilege of permitting each 
salesman to make a speech at this 


celebration made the affair a rousing 
success. 

Toastmaster, headmaster and presi- 
dent of the club is “Cal” Popp, Toledo 
Pipe Threading Machine Co., whose 
reign as president will continue for 
at least another year. He is now in 
his third term, and threatens to even 
eclipse President Roosevelt’s run. 
“Andy” Diehm, Franklin Hardware 
Co., treasurer of the club reported 
nineteen dollars in the “kitty” as the 
year’s take on fines to members for 
talking business at luncheons. The 
club expects an even bigger and more 
prosperous year to come. 

If you’d like to sit in with the boys 
any week-day, just drop in at Holtz 
Restaurant in downtown New York 
for luncheon. You'll find many of the 
boys there, talking stuff and nonsense 
and even business. 





Some product handled by the supply sales staff of the Tafel Electric Co., Louisville, 

is discussed at the weekly sales meeting. Seated, left to right—W. A. Link, Tafel's 

supply sales manager; V. E. Gensemer and Jack Schneider of Westinghouse; Tafel's 

N. Pohiman; standing—F. A. Andriot, C. A. Klemm, H. Rouling, B. Thornbury, R. Barker 
and Jack Evans—all of Tafel Electric 
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It pays to sell good goods. Quality tools create 
satisfied customers. Barnes Hack Saw Blades and 
Band Saws are profitable items for the dealer to 
carry. They bring repeat business in good volume. 
They are sold only through recognized Industrial 


Supply Distributors. If you want a line that will 


move fast, stock Barnes! 
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Appleton-Atlas Now 
MARCH 7: In 50th Anniversary Year 


FEBRUARY hE: | It is the 50th Anniversary for the 
+ jf as Appleton-Atlas Car Mover Corp. in 
1940. This firm traces its founding 
back to 1890 when A. J. Maine of 
Appleton, Wis., originated the Atlas 
Car Mover. 

A little later Mr. Maine was joined 
in business by William McLiesh who 
further developed the car mover. 

| Original patents were awarded at that 

The Keynote to Profits | time. Several years later Mr. Mc- 
| Liesh added other developments to 

° ° the Atlas Mover incorporating the 

from a Fairbanks Franchise present compound leverage. The com- 


pany has constantly improved its 


° © product, having received the latest 
is Year-round Co-operation | tii i: 





When we have supplied distributors with 
a stock of Fairbanks Valves, our work has 
just begun. It’s as much to our interest as 
it is to yours to help you move your stock 
fast and at a good profit. 

We've told you about the big Fairbanks 
advertising campaign to help you sell. Im- 
portant as this is, it is only incidental to 
our big, broad sales plan to make your 
Fairbanks Franchise a success. 

And remember, we sell exclusively to dis- 
tributors, and not around them. 

The distributor who allies himself with 
us in the sale of Fairbanks Valves makes a 
connection with a manufacturer who has an 
enviable reputation for square dealing and 
business integrity. 

Link your business with ours and you will 
have the most profitable season you ever 
experienced. 

Write today for catalog 21 and full par- 
ticulars. 


THE FAIRBANKS COMPANY 
19 East 4th St., New York, N. Y. 


Boston, Pittsburgh—Distributors in Prin- 
cipal Cities. Factories: Binghamton, 
N. Y., Rome, Ga. 


Fairbanks 8 


BY AULA 


FUME alas fill) Valves 
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The development of the car mover 
and the progress made by the com- 
pany in recent years was due largely 
to the efforts of the late Allen J. Hoff- 
mann who was the president from 
1920 to 1938 when illness forced his 
retirement. 

One of the prime planks in the 
Appleton-Atlas business platform has 
long been a policy of helpful coopera- 
tion with industrial distributors. The 
present officers are: Otto C. Kapke, 
president; August Puls, vice-presi- 
dent; Louise E. Hoffmann, secretary- 
treasurer; and Harvey M. Peterson, 
general manager. 


Sales Staff Increase 


Manufacturers Supply Co., Grand 
Rapids, Mich., recently increased its 
sales staff with the addition of Ralph 
Timmers. Mr. Timmers was formerly 
connected with Alden & Judson of the 
same city. 


R. H. Coleman of the Wapakoneta Machine 
Co. turns photographic and sends us this 
snapshot of a group in the organization of 


| the Pye-Barker Supply Co., of Atlanta, Ga., 


one of the most recently established dis- 
tributor organizations in that area, who start- 
ing in 1936 have been expanding and are 
now in a new location at 244 Fourth St., 
N.W. Left to right stand John Nations, 
Lamar Harrison, Ben Barker, John Pye, Hope 
McKerley, Bob Fielghum and Charlie Ahles 
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LLIAMS OFFER 
2 NEW WRENCHES 


... Here are two new Williams “Superrenches” 
with wide industrial appeal. Forged from chrome- 


molybdenum steel and specially heat-treated, these 
wrenches represent the last word in wrench design, 
strength and stamina. The Structural pattern 
illustrated above, retains the general characteristics 
and dimensions of Williams’ popular Open-End 
Structural pattern but provides a box head with 
12-pt. opening. A positive and slip-proof grip on 
both Hex and Square nuts is assured—the safest 
wrench design possible. The Handle has generous 
offset for maximum clearance and the usual tapered 


H. WILLIAMS & CO. 


HEADQUARTERS FOR 
“C” CLAMPS PIPE VISES PIPE TONGS THUMBNUTS& HOIST HOOKS 


end for “lining up”. Furnished in 7 sizes for U.S. 
Standard Nuts, 7/8 to 1-5/8". 


The Striking Face pattern, shown in lower illustra- 
tion, is designed for heavy work in close quarters. 
It is used with a hammer or sledge for setting up 
large nuts and loosening “frozen” ones. Also forged 
from chrome-molybdenum,steel and specially heat- 
treated to withstand shock loads. Supplied in 8 
sizes for U. S. Standard Nuts, 7/8 to 1-3/4”. Both 
wrenches are finished in gray, baked enamel. Write 
for literature and prices. 1-606 


225 LAFAYETTE ST., NEW YORK 
EYE BOLTS 
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““ DEPENDABLE 


SINCE 1657 


use ROPER Rotary PUMP 


be working your territory watch for the many oppor- 
tunities to sell Rotary Pumps. 


Automobile plants, bottling 
plants, chemical plants, hospitals, 
metal working plants, oil com- 
panies, public buildings, steel mills, 
sugar refineries, textile mills and 
dozens of other industries use 


ROPER Rotary Pumps. 


Because all industries use Rotary 
Pumps, sales maintain an even keel. 
If one or two industries are in the 
doldrums and not buying others 
are going strong and need plenty 
of Rotaries. 


ROPER Rotaries are known as 
DEPENDABLE PUMPS by users 
everywhere. This reputation, plus 
personal sales assistance and na- 
tional advertising, creates demand 
and makes selling easier for you. 
Write for our complete sales plan 
and learn how profitable rotary 
pumps are to sell. 


GEO. D. 


ROCKFORD 








Thick or thin—acids or 
alkalies—corrosive or com- 
bustible—there is a RO- 
PER that can handle prac- 
tically any clean liquid. 
Here’s a partial list: 


Alcohol 
Asphalt 
Benzine 
Bleaches 
Brine 
Catsup 
Chemicals 
Chocolate 
Cocoanut Oil 
Creosote Oil 
Cutting Compounds 
Distillate 
Drugs 

Dyes 

Fuel Oil 
Gasoline 
Glucose 

Ink 
Kerosene 
Molasses 
Paints 

Soap 

Soup 
Turpentine 
Varnish 
Water 


We have pumps stand- 
ard fitted, bronze fitted 
and all bronze . . . capac- 
ities from 1 to 1000 gal- 
lons per minute . . . pres- 
sures up to 1000 lbs. ... 
speeds from 1800 R.P.M. 
down . . . mountings and 
drives for every practical 
need. 








ROPER CORPORATION 


ILLINOIS 
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NEW LINES 


taken on by 
Distributors 


Lars Co., Inc., Loursvitte, Ky., ts 
now a distributor of Hazard wire 
rope, a product of American Chain 
& Cable Co. 


INDIANAPOLIS BELTING & SupPLy Co., 
INDIANAPOLIS, IND., was recently 
named a distributor for products of 
Boston Gear Works, A. Schrader’s 
Sons, and Blackhawk Mfg. Co. 


CortntH MACHINERY Co., CoRINTH, 
Miss., is now handling small Pomo- 
na pumps and electric and gas weld- 
ing equipment of National Cylinder 
Gas Co. 


Kasper & KoetzLe, INc., BROOKLYN, 
N. Y., is now stocking Hygrade 
fluorescent lighting units. 


TENNESSEE Mitt & MiNeE Suppty Co., 
KNOXVILLE, TENN.; JAMES SUPPLY 
Co., CHATTANOOGA, TENN.; CAPI- 
ToL City SuppLty Co., CHARLESTON, 
West Va.; PENNSYLVANIA & WEST 
Virctnta Suppty Co., WHEELING, 
W. Va.; Younc & VANN Supply 
Co., BIRMINGHAM, ALA.; FULTON 
Supp.y Co., ATLANTA, Ga.; NEILL- 
LAVIELLE SuppLy Co., LOUISVILLE, 
Ky.; ALABAMA MAcuINerY & Sup- 
ply Co., MontTcoMery, ALA.; TUR- 
NER Suppty Co., Mosice, Ava., and 
C. T. Patterson Co., New Or- 
LEANS, LA., are now distributors 
for A. Schrader’s Son’s line of in- 
dustrial products. 


BARRETT HARDWARE Co., JovieT ILL., 
is now handling S.O.S. transmis- 
sions and motor bases. 


Josern T. Ryerson & Son, Inc., Cut- 
caco, has recently become distrib- 
utors of McKay stainless steel elec- 
trodes. 


R. C. Duncan Co., MINNEAPOLIS, 
MINN. ts now handling the complete 
line of industrial rubber products of 
Republic Rubber Co., division of 
Lee Tire & Rubber Co. 


Georce F. Motrers Sons Supp ty Co., 
York, PA., ts now a distributor of 
lubricating equipment of Lincoln 
Engineering Co. 
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is ALIVE with POWER 


NEILL- EEP in dirt—literally buried in it—this Dodge-Timken type “C” Pillow 


SVILLE, 
& Sup- Block had to be dug out to be visible—and yet—under such difficult 


; _— conditions—it has been alive with power operating under heavy loads These ese anace then 1600 trees 
on and at high speeds—with negligible maintenance in a large steel mill and sizes of Dodge Bearings— 
w OR- available for both built-in ma- 
; for si Regardless of assi Dodge-Timken Bearings deli sts ; 
ibutors or six years. Regardless of assignment—Dodge-Timken Bearings deliver pr scrsaentt alhesagtss -capnseal 
of in- the maximum of horsepower hours. Their ruggedness insures steadier, er transmission lines. 
more continuous production flows with low maintenance—they require 

no attention except infrequent lubrication. They let power in — and 

keep abrasive dust out. All Dodge Bearings are completely assembled, 

factory adjusted — pre-lubricated units — delivered ready to install — 
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~ Specify Dodge. 
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Exceptionally fine finish. All 
threads. clean and accurate— 
gauge inspected. No burrs or 
rough edges. A standard type 
and size for 


every 
Specials. 


need, 


NUTS 





















BP 


Thumb, square, and hexagon; 
hot pressed and cold punched, 
semi-finished; castellated brass, 
bronze, and case hardened. 
Specials. 








CREWS 


Burns Bros. did things up right as you can see by its attractive exhibit at the recent 


















Syracuse Industrial Show. In fact the judges awarded this Syracuse distributor an honor- 
able mention award for the display of pipe valves and fittings 


























piensa QUMMIEES) 


Made in cap, coach, lag, col- 
lar, set and special types. 
Large stocks, modernly pack- 
aged, complete facilities, and 






Sales representatives, executives and branch managers from nearly every state in the Union 

were present at this banquet which terminated a Quaker City Rubber Co. general sales 

conference held in Philadelphia, December 18, 19 and 20. Executives seated at speaker's 

table are, left to right; R. W. Stanley, plant superintendent; G. C. Johnson, sales manager; 

R. S. Wharton, vice-president in charge of sales; R. P. Bremer, president and W. P. Cline, 
vice-president and treasurer 





























a close-knit organization assure 
you full satisfaction. | 














Write for 
Catalog 


CuaneBrosBour(h | 


MILLDALE, CONN. 





Since 1854 


Metropolitan Hardware 
Dealers Hold Banquet 


Metropolitan Hardware Association 
held its annual banquet at the Hotel 
Commodore, New York City, Nov. 
16 with more than 600 wholesalers, 
dealers and manufacturers’ represen- 
tatives. 

Members of the New York State 
Hardware Association, Hardware 
Square Club, Hardware Boosters, 
Hardware Trade Association, Brook- 
lyn Hardware Association, Manhat- 


tan and Bronx Hardware Association 
and the Westchester Hardware Asso- 
ciation were in attendance. 
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Pattison Back On Job 


C. V. Pattison, vice-president of 
the W. M. Pattison Co., Cleveland, 
Ohio, who recently underwent an 


operation has returned to his home 
and was to have been back at his 
office the first week of January. 


Lave Joins Laib 


Announcement has been made by 
Laib Co., Inc., of Louisville, Ky., of 
the addition of J. R. Lave to its sales 
staff. Mr. Lave joins the organiza- 
tion with an unusual background of 
20 years’ experience in the sales field. 








(Ryan STM Military Training Planes in Formation Flight) 


When your customers demand the “impossible” in 
precision grinding, look to Dumore. Whether it’s 
an external or internal job, on lathe or special tool 
set-up, you can give them the answer in one of 
many Dumore models . . . plus the assurance that 
they'll get accuracy to a tenth (.0001”). 


Right now Dumore engineers and field men are 
cooperating with Dumore Distributors, opening up 
new fields for profit by adapting Dumore grinders 
to jobs that “can’t be licked.” If you are not 
already enjoying these profits as a Dumore Dis- 
tributor, act now! Let Dumore’s extensive adver- 
tising and 25 years of grinder manufacturing ex 
ence put you ahead in 1940. 


THE DUMORE COMPANY 
DEPT.160-A, RACINE, WISCONSIN 





Damore 


ONLY DUMORE GIVES YoU - Y 
ALL OF THESE PRECISION 
©@ Lightweight for easy portability @ A size of grinder for every job. 
- +. yet sturdily built for long lite. ... 15 models to select from. 


cee § (177777107 









One of more than 
3000 types of 
EAGSIP Bearings 
and Transmission 


Appliances. 


WHAT A PILLOW BLOCK 


IT’S BUILT BY SKE 


Distributors all over the country 
are making money with it... 


Here’s a fast-moving, profit-making pillow block 
that GSHKF' Distributors like. They like it because 
the checks that come in as regular as clockwork are 
the result of repeat orders and satisfied customers. Are 
you an SKF Distributor? SKF Industries, Inc., 
Front St. & Erie Ave., Philadelphia, Penna. 4528 
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Buffalo Salesmen Form 
Chapter of Amigos Club 


Eighteen men who share the com- 
mon interest of calling on industrial 
purchasing agents in the Buffalo area 
met at the Buffalo Athletic Club Fri- 
day night, Dec. 8, and voted to organ- 
ize an “Amigos” club, similar to other 
organizations by that name now func- 
tioning in Syracuse, Cleveland and 
Detroit. 

An invitation was extended to in- 
dividuals of the Syracuse chapter to 
attend the meeting and describe the 


Syracuse initiates Buffalo. Ralph Beardsley 
of the Syracuse group adjusts the blindfold 
for Buffalo's first president, Ray Neal (R. C. 
Neal Co.) 


workings of their own club so that the 
Buffalo group might, from the start, 
have a successful working pattern to 
follow. Among those attending from 
Syracuse were Jack Burns (Burns 
Bros.), president of the Syracuse 
club; Paul Roddy (Nicholson); Cal 
Lawton, Stan Goodman and Raiph 
Beardsley. Following the organiza- 
tion meeting and the election of Buf- 
falo officers the Syracuse members 


Buffalo initiates Syracuse. T. H. McDougal 
(H. D. Taylor Co.) has lined up three visit- 
ing victims for some retaliatory hazing 


turned to and initiated their hosts. 
Whereupon the Buffalo boys retaliated 
by initiating those from Syracuse. 
(And, just so nobody would be 
slighted, both factions joined to initi- 
ate the Mitt Suppiigs representative 
who flew up to cover the meeting.) 
Officers elected by the Buffalo group 
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all Delta distributors. 
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PLUS—the finest sales policy 
offered to distributors by any 
manufacturer. 
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National Magazine Advertising 
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MANUFACTURING CO. 


697 E. VIENNA AVENUE 
MILWAUKEE, WISCONSIN 














,HOLD STRONGLY TOGETHER 
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Yours faithfully for 30 years 


HIS year will mark the 30th. Anniversary of the Cold-Drawn 
Hollow Screw created by ALLEN. Thirty years ago the 
hollow screw was strengthened approximately 30% by com- 
pression of the steel fibre-bundle in forming the socket-wall. 


And one year ago, Allen cold-drawing was extended to 
pressure- forming of Cap Screws, — not only compressing the 
steel of the socket-wall but preserving continuous, unbroke. 
steel-fibres from end to end of the screw, with an in-turning of 
the fibre ends at their socket extremities. This added approxi- 
mately 20°, (more) to socket strength. 


From 1910 to 1940, there has been but a single working 
principle in the making of Allen screws: — to make them the 
BEST WAY. And there has been but a single Distributor policy 
in the selling of Allen screws, — billing all orders through the 
Distributor, — which most all hollow screw producers (now) 
agree is the BEST WAY. 


THE ALLEN MANUFACTURING COMPANY 


ARTFORD. CONNECTICUL USA 
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are: Ray Neal (R. C. Neal Co.) 
president; T. H. McDougal (H. D. 
Taylor Co.) vice-president ; E. J. Wil- 
liams (Corbin Screw Corp.) treasurer, 
and Larry Rindfleisch (Independent 
Pneumatic Tool) secretary. 

In addition to the officers, the 
charter members are: Robert Burch 
(Western Automatic Machine Screw) ; 
Harry J. Elwood (Elwood Co.); 
George W. Remensnyder (Vanadium 
Alloys Steel); Sidney W. Prince 
(Prince Rubber Co.); George J. 
Keller (Crane Machinery Co.) ; Allan 
F. Wegner (Beals, McCarthy & Rog- 
ers); J. Don Reep (National Twist 
Drill) ; George C. Marshall (Jones & 
Laughlin); Paul Bowers (Benjamin 
Electric); Arthur S. Boehm (Van 
Dorn); Charles F. Murphy (J. H. 
Williams) ; J. I. Brown (Liquid Car- 
bonic); Clayton Barrett (Revere 
Brass & Copper) and Russell Bedford 
(Jos. T. Ryerson). 


Salt Lake City Distributor 
Adds to Store Space 


Industrial Supply Co., Salt Lake 
City, has acquired another store ad- 
jacent to its present location at 121 
Motor Ave., making five 20-ft. front 
stores in one straight row. Three of 
these front sections are for sales ex- 
hibits, the other two are used for 
offices. The balance of all floor space 
is devoted to stock rooms. 

All sales rooms and offices of the 
company are connected by large 
French doors. Each stock room has 
its own rear entrance shipping door 
where incoming and outgoing ship- 
ments can be made with minimum 
handling. 

The firm’s new catalog will contain 
approximately 430 pages and should 
be ready for distribution about March 
15. It is being compiled by Weinberg 
& McKee, Inc., of Chicago. 








Folks, meet a very fine gentleman who 

has been actively identified with the mill 

supply industry for a good many years. 

He's John R. H. Neal, president of Root, 
Neal & Co., Buffalo, N. Y. 
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LE don t you get into the active 


“individual drive business 


ROCKWOOD heljas you with 


three distinctive, active lines 


eel 4) fotely 


\W-BELT DRIVES 





A money making 
V-belt line—ideal for 
mill supply dealers. 


Buy your V-belts and sheaves from a com- 
pany that has an established reputation for 
ONLY THE BEST in power drive equipment. 
Also be sure that the company you represent 

| knows how to handle dealer business—how to 
fill orders quickly and correctly with a mini- 
mum of detailed correspondence and annoying 
delays. With Rockwood V-belts 
and sheaves you are 
assured 


of customer 

satisfaction. That is be- 

cause Rockwood manufacture 

is modern and efficient, its engineering is 
progressive YET SAFE, and its service on 


replacements and deliveries is the envy of 


every other transmission manufacturer. When 








you tie up on your V-belt line be sure it is with 
one that will continue to grow and to last. You 
will be safe and satisfied with Rockwood. 


The fastest growing V-belt line 
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Rockwood 


Pivoted 


Motor Drives 


The simplest, cheap- 
est, most efficient 
short center drive. 


There are style trends in power trans- 
mission just as there are in 


all other lines. But, 


ROCKWOOL 


Paper Pulleys 


The largest sellin 
line of flatbelt pulle 
in the whole world 


Rockwood pioneered the paper pulley fi 
six years ago and today it is the largest sell 
line of flat belt pulleys in the whole wo 
Every motor user, every operator of h 
speed heavy duty machinery uses them or i 
potential customer. Here is the 

line that really spell!s 


complete 





11e $s 
nn 
custor 
satisfection—and ¢ 


has near perfection in defi 
service. Pulls better than other pulleys 
lasts indefinitely. Can be used both ind 
and outdoors. Thousands of sizes in stoc 
immediately fill customers requirements. 


after allis said and 
done, no one yet has 
developed a simpler, cheaper 


or generally more satisfactory drive than the 








old, reliable flat belt. Particularly is this true 





now that manufacturers have so improved 
the pulling quality and the life of their belts 
and, in addition, have the pivoted motor base 
to insure constant belt tension and dependable 
transmitting capacity. Here is the ULTIMATE 
in quiet, flexible, efficient short center driving. 
In your new short drive department you will want 





the latest and best in pivoted motor bases. 





No other transmission manufacturer claims 
to have the equal of Rockwood pivoted motor 
bases. 


SELL THESE MODERN DRIVES 


transmission department can be com 
without Rockwood Paper Pulleys. 











Metal pulleys Slip 
Rockwood pulleys Grip 


INDIANAPOLIS, IND. 











Better Business in 1940 
means increasing demand for 


Ee i ae ee 


STEEL 


SHOP 


EQUIPMENT 


Start Cashing in on 
the Profits this Month 


“HALLOWELL” STEEL BENCHES 


Pat'd and Pat's Pend'g. 


ig. 
Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is — a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and  pilfer-proof 
drawer if desired. 


“HALLOWELL” STEEL TRUCKS 





Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells’. The steel platforms 
won't chip or splinter ... all parts will 
stay rigid .. . wheels and hubs are made 
for easy rolling, and they’re supplied in 
wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a vari- 
ety of types for 
all purposes. 





Write for 
LITERATURE 
AND 


DEALERS’ 
PROPOSITION 


BRANCHES 


BOSTON 
DETROIT 











JENKINTOWN, PENNA. 


INDIANAPOLIS 


“HALLOWELL” STEEL STOOLS 


Fig. 1334 
Pat. Applied For 
For Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 


Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL” 
STEEL SHAFT 
COLLARS 


Unbreakability 

and machine 

finish combined 

with low price 

give these collars 

a world-wide 
Fig. popularity. 


“PIONEER 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger— 
and the only 
hanger with inte- 
gral feet. Mil- 
lions in use the 
world over. 


STANDARD PRESSED STEEL Co. 


BRANCHES 

CHICAGO 
sT. Louis 
SAN FRANCISCO 


Box 519 
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R. E. Dietz Co. Celebrate 
A Century of Progress 


“Tippecanoe and Tyler Too” was 
the colorful rallying cry which stirred 
Americans in the presidential cam- 
paign of 1840. Then the United 
States with its 30 states and 17,000,- 
000 people was relatively an infant 
among the nations of the world. An 


Way back in 1903, Dietz made motor lamps 

as on this Model "A" Ford. Latest product 

of the firm is the Dietz No. 809 sealed beam 
head lamp 


infant, too, was the R. E. Dietz Co., 
which first saw the light of day in 
New York during the same year—one 
hundred years ago. 

The impressive record of the R. E. 
Dietz Co., in pioneering new develop- 
ments and improvements in the emer- 
gency and safety lighting fields 
coupled with the firm’s consistent dis- 
tribution policy testify to the quality 
and endurance of the products. The 
organization is one of the few Ameri- 
can industrial enterprises ever to 
maintain a full century of useful 
service under an unbroken continuity 
of father-to-son management. 

Of the more than 400 employees of 
Dietz with its headquarters in New 
York City and at its plant in Syra- 
cuse, N. Y., many are veterans of 
long years of service. More than 65 
alone have been employed over 25 
years. 

Wherever there is a need for a 
“self-contained, portable and _ inex- 
pensive lighting unit of sustained 
power,” there’s a Dietz unit designed 
specifically to meet the need. 

From the first Dietz lamp and oil 
business which the founder established 
in Brooklyn, N. Y., 100 years ago the 
firm has shown true American prog- 
ress. 


Standard Pressed Steel 
Makes Plant Addition 


To provide more adequate facilities 
for steel storage, etc., the Standard 
Pressed Steel Co., Jenkintown, Pa., 
is commencing the erection of a 12,- 
000 square foot addition to their main 
plant. The new structure is of steel, 
brick and glass construction and mod- 
ern in every detail. 











As tools come from the factory 
they are wrapped in protective 
oiled paper, boxed and labeled 
for protection against dirt and 
moisture, and to facilitate 
prompt shipment. 


Seuian aes 





WHY DISTRIBUTORS GET 
Gast Sewice FROM G.T.D. 


This warehouse shipping room 
at Greenfield, Massachusetts, is 
supplemented by factory stocks 
in New York, Chicago, Detroit 
and on the west coast. Every dis- 
tributor in the United States is 
literally within a few hours of 
facilities that amply back up his 


own stocks. Teletype services be- 
tween warehouses further speed 
service, until it is our proud 
boast that G.T.D. Greenfield ships 
the vast majority of orders the 
same day they are received. When 
you want action—come to G.T.D. 
Greenfield! 


Greenfield Tap & Die Corporation - Greenfield, Mass. 





Detroit Plant: 2102 West Fort St. Warehouses in New York, Chicago, Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


GREENFIELD 





Left: Central shipping floor, 
fireproof tool storage bins and 
racks on either side. 


PARCEL POST BENCH 
IS BUSY SPOT 


When your customers need 
“‘semi-special” tools, this 
department ships them di- 
rect for you. Often they 





reach their destination as 
quickly as though shipped 
from your own stock room. 






ORDERS 


with 


KEY GRAPHITE PASTE 


WHY TRY TO MAKE BASKETS 
FROM DIFFICULT ANGLES? 


Aim for that order 
basket with Key 
Graphite Paste. It is 
one item that will start 
scoring for you from 
the first whistle. Open 
up with Key Graphite 
Paste . . . the rest of 
your selling comes 
easy, and, Key Graphite Paste pays an 
above-average margin of profit, too. 


PHITE PA 


Here's The Brief Story About 
KEY GRAPHITE PASTE 
1. Leak proof against high pres- 

sure steam, gasoline, kerosene, 


creosote, tar, hot vaseline, 
acids, air, etc. 


. Expands under heat—filling all 
crevices and worn parts. 


. Lubricates as it seals—greater 
speed in assembling. 


. Joints are easy to disconnect 
and clean. 


. Economical — requires only 
water for thinning. 


Remember—Key Graphite Paste is con- 
sistently advertised to your customers. 


2621-A McCasland Ave. East St. Louis, Ill. 
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Step up and meet these new people at Harry P. Leu, Inc., Orlando, Fla. Introducing 

(left to right) Mrs. Roselyn Spear, who operates the telephone switchboard; Ben Thomp- 

son, who is occupied in the office after school hours; Jean LePage, who keeps the 

inventory record; Alvin Klinect, floor salesman; Mavis Carr, and William Murray of the 
shipping department 


Pacific Marine & Supply Co., Seattle, Wash., 


really know how to decorate a window 


as shown by this attractive display that stopped ‘em in their tracks 


Buyers Give Views on 
Mill Supplies in Washington 


\ recent issue of the lWash- 
ington Purchasing Agent and Manu- 
facturer interesting 
answers to the question, “What are 
your experiences, greatest problems, 
suggestions to sellers, tips on buying 
in connection with the purchase of 
mill supplies and industrial special- 
ties?” A representative group of 
Northwest purchasing agents replied. 

J. M. Lamb, purchasing agent of 
the St. Regis Kraft Co., 


Tacoma, 
Wash., said, “The question of buying 


carried some 
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through local distributors or direct 
from the manufacturer has merits on 
both sides. Many of the local dis- 
tributors have qualified engineers on 
their staffs and the service which 
can be had through these local 
organizations should be given con- 
sideration when placing orders. My 
own experience in this has been that 
it is better to deal with a reliable 
local distributor than to deal direct 
w.th the manufacturer.” 

The majority of purchasing agents 
replying to the question indicated 
that they favored buying from the 
local distributor whenever possible. 





1940 
OPPORTUNITY 


DISTRIBUTORS 


WHO SELL HACK SAWS 


If you want profits made by repeat business from satisfied 

customers here is a story for you on GRIFFIN HACK SAWS. 

The fact that there are thousands of satisfied users of the 

GRIFFIN BLADES which have been offered the trade for more 

= 50 years clearly demonstrates the sales possibilities of 
e line. 


The line is complete, blades for every metal cutting job, 
every type made to perform its particular job well and made 
by a firm who have spent years in the study of proper hack 
saw making, and proving they are doing this well by having 
done it more than 50 years. 


The distributor who carries the GRIFFIN LINE knows that he 
is equipped to meet competitively every customer’s metal 
cutting problem with blades that will stay sold and bring 
repeat business. 


ATTENTION DISTRIBUTORS 


It may pay you to check up on GRIFFIN’S hack saw story. The line is sold 
through distributors and in some sections we have open an exclusive fran- 
chise basis that will give the distributors holding it a real opportunity to 
make real profits. Write us today about the Griffin plan for profits. 





General Sales Agents 
JOHN H. GRAHAM & CO. INC. 
105 DUANE ST. NEW YORK CITY 


Made by G. W. GRIFFIN CO. ¢ FRANKLIN, N. H. 


~ GRIFFIN 
HACK SAWS 
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SELF-LOCKING 


Hollow Set Screws 
Pas. Pend. WITH THE KNURLED POINTS Fig. 1645 


Pat's. Pend. 


The Self-Locking Feature Sells 
Them and You Take the Profits 


Traditional “Unbrako” strength and accuracy plus automatic 
locking ability give these screws a distinctive sales advantage. 
Set them up with only normal pressure, and like magic they 
lock there. No chance for them to vibrate loose. No danger 
of accidents or costly machinery breakdowns. Write us for 
other selling points, samples and distributor’s proposition. 


STANDARD PRESSED STEEL Co. 


- BRANCHES JENKINTOWN, PENNA. 


BOSTON CHICAGO 
DETROIT BOX 519 ST. Louis 


SAN FRANCISCO 


BRANCHES 




















THE ONLY COMPLETE LINE 
OF DRESSERS AND CUTTERS 


Whether you require a ball bearing equipped 
dresser for a large snagging wheel or a dia- 
mond tool for a tool room wheel you can 
promptly secure it from our complete stock. 


It will pay you to make us headquarters for 
all of your dresser and cutter requirements 
as you and your customers are guaranteed 
complete satisfaction. Write for catalog and 


No. 0 CUTTERS prices to-day. 


DESMOND HEAVY DUTY DRESSER DESMOND HEX DRESSER 


Ath ee 
DESMOND DIAMO-CARBO DRESSER 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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Buenzli New Manager ot 
Aggressive Madison House 


Gregory M. Buenzli has recently 
been named general manager of the 
Wisconsin Foundry and Machine 
Co., Madison, and is now in active 
charge of the organization’s activi- 
ties. 

Mr. Buenzli was formerly with the 
banking and security division of the 
State Banking Department, State of 


G. M. BUENZLI 


Wisconsin. His father was for many 
years general manager of the Wis- 
consin Foundry and Machine Co., 
death removing him from that posi- 
tion in January, 1938. 

Wisconsin Foundry and Machine 
is doing an aggressive job of market- 
ing industrial equipment, supplies 
and tools in the territory it serves, 
carrying well rounded stocks of its 
lines for immediate service to cus- 
tomers. In addition to its activities 


“Say it with smiles” is the motto of this 
group—all interested in Wisconsin Foun- 
dry's sales. Seated—D. L. Botham (left), 
sales engineer and general superintend- 
ent of shop and foundry, and R. G. 
Botham, sales manager. Standing—dJ. R. 
Bancroft, sales engineer, and L. V. New- 
man, outside salesman 


as an industrial distributor, the 
Madison house is a distributor of 
motors, contractors’ and plumbing 
supplies and steam fittings, and 
manufactures rock crushers and 
crushing and screening plants. 

R. G. Botham is sales manager, 
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d inch brings 
you EXTRA PROFITS! 
¥ Twenty-six dollars on one brush! That’s the profit made by the MILWAUKEE distributor who sold 
this specially designed 72” long, 10” diameter, 152-section rotary wire brush for baking machinery. 
Why not les MILWAUKEE industrial brush designers help YOU land these big orders where eztra 
h profits are measured by the inch? In fact, no matter what brush is needed .. . large or small... 
regular or special . . . MILWAUKEE can fill the bill. It’s the one brush line that fits every industrial 
this requirement like a glove . . . that brings more business and more profit from every customer you serve! 
UN- 
ft), , 
d- 
s. THE MILWAUKEE BRUSH MANUFACTURING Co. 
R. MILWAUKEE, WISCONSIN 
ew- 
WIRE WHEEL BRUSHES * WIRE CUP BRUSHES +» WIRE SCRATCH BRUSHES 
the 
ying , 
on eney to Industrial brush Froblems 
and ree) 
ger, FLUE BRUSHES ~- FLOOR BRUSHES - PUSH BROOMS «+ BENCH BRUSHES - FOUNDRY BRUSHES 
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@a protective distributors’ 
policy 

@ a line that gives that extra 
value 

@ a line that makes satisfied 
customers 

®@ a complete, fully guaran- 
teed line 


@ THE NAME TO REMEMBER 


ORGAN 


SEMI-STEEL 


VISES 


Morgan Vises give you more > 
sell — dependability, strength, r 
gidity, and modern Fol Wl 
features that command the re- 
spect and ready acceptance of 
users. Sizes and types are avail- 
able for every class of manufac- 
turing. Our definitely protective 
distributors’ policy will increase 
your vise business. 


MORGAN VISE COMPANY 


108-112 N. Jefferson St. Chicago, Ill. 


STATIONARY JAW 
AND SWIVEL BASE 




















Proof of the 
Puddin 


For your customers, the only accept- 
able "proof of the pudding" is blade 
' performance in their own shops, 
under actual working conditions. And that 
is just where, dollar for dollar, STAR Blades cut 


more metal! 


Shop men also like the STAR modern metal boxes 
—strong, durable, and handy later for many 
other uses. And they're all enthusiastic about 
| the rugged, properly designed STAR Frames, 
especially suitable for STAR Blades. 


Mill supply houses everywhere find "proof of the 
pudding" in profits. 


CE HAND* AND POWER=-TUNGSTEN AND “MOLY” 
A 


"PACKED IN MODERN METAL BOXES 





CLEMSON BROS., INC., MIDDLETOWN, N.Y. 
@® 1724 
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while D. L. Botham doubles as gen- 
eral superintendent of the shop and 
foundry and sales engineer. These 
executives are sons of President 
G. W. Botham. R. C. Spoentgen 


The ladies — bless 'em— you can't get 

along without 'em even in the industrial 

supply business! Here's a good looking 

quartet from Wisconsin F. & M. Stand- 

ing, left to right—Gladys Lee, Lou Stark- 

weather and Peggy Rank; seated — 
Elaine Walsh 


sells industrials in the city of Madi- 
son, while the industrial salesmen 
operating in outside territory are 
W. M. Savee, E. F. Koltes, J. J. 


Part of Wisconsin Foundry's counter sales 

and stockroom staff—and a manufac- 

turer's man. Left to right— Charles 

Malsch, receiving clerk; Ray Waldron, 

Ed Korb, James D. Kimball of the Wal- 

worth Company; Van Sickler and Al Rad, 
head of the stock room 


Weger and L. V. Newman. T. M. 
Brewer sells plumbing and steam 
fittings in Madison and E. H. Lucas 
is salesman for the manufacturing 
division. 

The inside sales staff includes J. R. 
Bancroft, Ray Waldron, Al Radl, 
Van Sickler, Edgar Korb and Ed. 
Smith. 


Johnston Co. Meets 


Sales organization of William T. 
Johnston Co., Cincinnati, Ohio met 
recently for a demonstration of the 
new Black & Decker electric ham- 
mer. Actual work was done with 
the tool by all members of the Johns- 
ton Co. Complete discussion of the 
hammer followed. 
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\\ or NEW SALES AND PROFITS 
iin Lj OPPORTUNITIES 


fac. 
srles 
ron, 


Nal- 
- for ALOYCO STEEL, CORROSION RESISTING VALVES 
and PIPE FITTINGS 


Se ee ee 





, M. 

eam Alloy Stee! Products Company is entering its second decade of pioneering and business 
uras activity. The past ten years have been spent in constantly designing new products and in 
on the development of new applications and new methods in the field of corrosion resisting 
ring valves and pipe fittings. 

LR Aloyco has always been mindful of its responsibilities involved in meeting the needs of 
ee users of its products as well as its obligation to make its line profitable to distributors 
.adl, handling it. It is with a distinct sense of pride that Aloyco is able to count an increasing 


Ed. number of distributors who give recognition to our organization, our products and our sales 
policy and who unhesitatingly place full confidence in Aloyco as their source of supply. 


Today Aloyco sets the standard for quality and service in stainless and corrosion resisting 
valves and fittings. Uses for our products in industry are rapidly expanding. You can 
capitalize on these new sales opportunities in 1940. 


ALLOY STEEL PRODUCTS CO. 


1300 WEST ELIZABETH AVENUE 
LINDEN NEW JERSEY 
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BLAST 


ROCKWELL cares 


ALL TYPES FOR AIR-TIGHT 
CONTROL OF AIR 


Wherever hot or cold air is used in industry as part of a produc- 
tion or maintenance activity, its efficient use depends on its proper 
control with responsibility resting on the selection and use of blast 
gates of the proper design. 


Since 1888, W. S. Rockwell has specialized in building Industrial 
Furnaces and Blast Gates. Over a period of many years this equip- 
ment has been designed to fit every industrial need and applica- 
tion. Blast Gates are available from stock for immediate shipment 
for Distributors’ customers and include types and sizes best suited 
for each specific need. 


Our complete catalog data on Blast Gates should be in your file to 
assist you in selecting the proper units to fit your customers’ needs. 
The standard discount is allowed Distributors. It will pay you to 
investigate. 


W. S. ROCKWELL COMPANY 


50 CHURCH STREET NEW YORK, N. Y. 







































































































































































































































Rawhide HAMM: © 


Two P.T. Clubs Hold 
Joint Meeting in Newark 


On December 8, members of the 
New York and North Jersey Power 
Transmission Clubs, 106 strong, 
gathered at the Newark Athletic Club 
for a joint meeting. George Roden, 
president of the North Jersey group, 
acted as chairman. Principal speaker 
at the meeting, William Staniar, 
mechanical power engineer for Du 
Pont, was introduced by P. A. Cady 
(Manhattan Rubber), chairman of 
technical committee. 

Mr. Staniar opened with, “....90 
percent of the cases where I have been 
called in as the ‘doctor’, the trouble 
has not been in the power transmis- 
sion equipment.” And he enlarged 
upon this with many explicit examples. 

At the close of the meeting, Mr. 
Staniar was presented with an in- 
scribed cigarette case and lighter by 
Lou Fisk (Hyatt Roller Bearing) in 
behalf of the North Jersey Club. 

Among the guests at the speakers’ 
table were: Carl Wright (J. E. 
Rhoads), Walter Lewis (Crane & 
Milligan), John Clark (Charles A. 
Schieren—president of New York 
PTC), W. Penell (Whiting Leather 
& Belting), Walter Menk (Graton & 
Knight), S. Cadmus (Meier-Andres 
Belting), William Warr (Manhattan 
Rubber), R. E. Rath (Chief Engineer 
of Power Transmission Council), D. 
Livingston (Kinney Manufacturing 
Co.—member of Boston PTC), D. 
Jones (Dodge-Newark), and R. L. 
Rivers (president of Philadelphia 
ee 


Bender, Cleveland Branch 
Manager for Ahlberg, Dies 


Notice has been received from Ahl- 
berg Bearing Co., Chicago of the 
death of its Cleveland branch manager 
P. P. Bender. He will be greatly 
missed by his many friends and asso- 
ciates. 

H. H. Palmer has been appointed to 
succeed Mr. Palmer as branch man- 
ager of the Cleveland territory. 























Chicago Rawhide Hammers have well balanced one-piece 
malleable iron heads and replaceable inserted faces 
securely seated and backed-up which cannot loosen, even 
under the severest service. These tough, durable rawhide 
faces have a resiliency that absorbs shock and prevents marring, battering and 
breaking . . . A non-bouncing resiliency with a satisfying “carry through" that gets 
work done. Tool users prefer Chicago Rawhide Hammers because they cannot 
splinter or split, crumble or “smear”. They are accurate, safe striking tools made 
in six sizes and weights. Also Mallets with all rawhide heads in twelve sizes and 
weights. 


There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 
Mallets for assembly and production operations, maintenance work, die work, etc. Remember 










































each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat customer. 


RB CHICAGO RAWALE MFC.CO. 
1290 ELSTON AVE: CHICAGO -U-S-A: 
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What a pulley! Chattanooga Belting & 
Supply Co., Chattanooga, Tenn., is just 
about to deliver this 86 by 10 by 


6 


15/16-in. Browning limestone wood 
split pulley to one of its customers 
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DEALERS 


HERES NEWS 


A new type Manila Rope by Fitler that is 


U. S. PATENT 2176422 


entirely self-lubricating. Indentified by its green yarn center, this new 
lubricating feature, covered by Patent No. 2176422 goes into action when 


the rope is subjected to severe strain. Pressure exerted on the inside strands 


forces a preservative lubricant to the point where tension is the greatest. 


The proving ground for any product is in the maintenance department 
where figures speak for themselves — Fitler Self-Lubricating Green Yarn 
Center Rope, by proven tests, helps keep up-keep down. 


Your large size rope users will want to know more about this revolutionary 
discovery—this means new business for 
Mill Suppliers with satisfied performance 
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FITLER ROPE | 


THE EDWIN H. FITLER CO. 


ESTABLISHED 1804 


guaranteed. 


% xt UE pint 
MANARAA EAE RSET 


Manufacturers of Quality Rope for Over a Century 
New York « Chicago « Philadelphia « Houston « Los Angeles « New Orleans 
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ADVANTAGES THAT 
ASSURE PROFITABLE 
BUSINESS WHEN YOU SELL 


CONGRESS 


REDESIGNED 


V-BELT PULLEYS 


@ DIAMOND BORED 

@ FULLY BALANCED 

TRUE RUNNING 

LONG LIFE 

QUIET OPERATION 

FINISHED GROOVES WILL NOT 
CUT BELT 
























































































































































VARIABLE SPEED 
PULLEY DESIGNED FOR 
AIR CONDITIONING AND 

STOKER SERVICE 





CONE PULLEY 
DESIGNED FOR 
“A” BELTS 






































Our careful and exacting stand- 
ards and workmanship insure the 
continuance of these outstanding 
features which give greatly in- 
creased life to our Redesigned 
V-Belt Pulleys. 


Quick deliveries from large com- 
plete stocks—engineering help in 
making recommendations for 
specific transmission needs of 
your customers—use of an at- 
tractive display board—a dis- 
count arrangement which insures 
satisfactory returns are some 
helps that assure good, steady 
business and customer satisfac- 
tion. Let us go into more detail 
—write. 




















































































































CONGRESS TOOL & DIE CO. 


9026 Lumpkin Ave., Detroit, Mich. 
































Indicted for Price Fixing 


The three largest corporations in 
the United States engaged in the dis- 
tribution and sale of electrical sup- 
plies, ten Detroit wholesale houses and 
nineteen individuals were indicted 
by a special grand jury on December 
22, 1939 in Detroit on a charge of 
conspiracy to violate the anti-trust 
laws through control of prices for 
electrical equipment. 

The national corporations indicted 
were the General Electric Supply Co., 
Schenectady, N. Y., distributing 
agency for the General Electric Corp.; 
Westinghouse Electric Supply Co., 
distributor for the Westinghouse Elec- 
tric and Manufacturing Co. of East 
Pittsburgh, Pa., and the Graybar 
Electric Co. of New York, inde- 
pendent distributing agency. 

Allen A. Dobey, of New York, 
special assistant to the Attorney gen- 
eral in presenting the evidence to the 
grand jury said, “We allege that the 
defendants conspired to fix, maintain 
and control an arbitary, artificial and 
non-competitive price structure and 
dictated terms for the sale of electrical 
supplies. The defendants are alleged 
to have fixed prices and suppressed 
competition among themselves and to 
have instituted a system of sanctions 
for the punishment of jobber-members 
who charged less than the 
had decreed.” 


combine 


The national supply companies were 
indicted, Mr. Dobey said, because of 
connection with the acts of local rep- 
resentatives which the 
holds were illegal. 


government 


White Supply Air Minded 
White 


Conn., 
store 


Supply Co., Waterbury, 
held a demonstration at its 
November 27 for plant execu- 
in that area interested in com- 
pressed air equipment, Ingersoll-Rand 
air compressors and Schrader’s in- 
dustrial air devices were shown and 
discussed. 


tives 





Three North Bros. 
snapped at a recent hardware convention 
seem to be enjoying themselves. They are: 
E. J. Weierstall, sales manager; R. S. Rauch, 


Mfg. Co. 


executives 


president, 


and John R. 
president 


vice- 


Fegley, 
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Largest Electrical Supply Firms 






J. C. Keyworth recently joined the sales 
staff in the Midwest territory of Lamson & 
Sessions Co. Mr. Keyworth has had con- 
siderable experience in the bolt and nut 
industry, having been with Ferry Cap & Set 
Screw Co., Cleveland Brass Mfg. Co. and 
for a short time with Wasmer Bolt & Nut Co. 


Business Up! 


William T. Johnston Co., Cincin- 
nati, Ohio reports three new additions 
to its sales staff to take care of in- 
creasing demands for demonstrations 
and a heavier sales volume. 


BOOKS IN 
- REVIEW 


The Selling Parade, By Charles B. 
Roth, B. C. Forbes Publishing Co., 
New York. 214 pages. $2.00. 

Hundreds of short anecdote sales 
stories make this book a lively, in- 
teresting and what’s most important, 
completely educational and stimulating 
text. If you read it vou’re sure to be 
better equipped with ideas to do your 
daily sales job, whether you're a gen- 
eral mill supply salesman, a specialist 
or a candy vendor, 

Such topics as “How to Remember 
Names, Advance Interviews, Idea 
Magic, Putting Pants on a Sale, New 
Customers for Old, Be Yourself, Be 
Price Proud, Smile vs. Smerk, Watch 
Your Words, Woodshed Your Sales 
Talk” and 101 others should help you 
launch your 1940 sales crusade more 
effectively. 

Mr. Roth, the author, is the orig- 
inator of the plan of coaching sales- 
men to sell more by training them in 
terms of the different situations they 
are likely to meet in their daily rounds. 
Leaders of business are said to have 
widely commended this “situational 
selling.” 
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WITH YALE HEADROOM SAVING HOISTS 


If you told your customer that he could enlarge his plant without capacities 


300 185 to 1O TONS | 


les B. change or expense, he'd probably laugh. But—if faced with a close 
; Co., headroom problem—he can do just that—by installing Yale Head- 


aN 


- room-Saving Hoists. 
Sales 


y, in- These hoists are built to save varying degrees of headroom—an 
elec answer for every problem. For headroom-saving of minor propor- 
to be tions, suggest the Clevis Type Hoist. This unit saves from 3 to 16 

your inches, depending on the capacity involved. Should this prove inade- 

gen- quate, you can next offer the Trolley Type Hoist. This will save from 
— 83/,” to 2’ 3” according to capacity. In the event that a still pines: 
wher greater saving is required, you have a trump up your sleeve that eee | 
Idea will settle practically any headroom problem—the Rail Hugger. 

‘ed Providing the shortest headroom available in any hand hoist .. . 
Vatch it will save from 18” to 5’ 1” depending on capacity. 
Sales 
) you 
more 


Bring up the question of headroom-saving wherever you can. It will 
mean extra inches for your customer—extra dollars for you. 


orig- 


sales- 


m in 

ae TRADE sitaee THE YALE & TOWNE MFG. CO. 
a < PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 
ah IN CANADA: ST. CATHARINES, ONT. 


ional 
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RIED 
PIPE 
TOOLS 


are 


_—<aéll _ 


this Housing ever, 
Breaks or Distorts we i 
will replace it Free. 


profitable j 


to sell 


Advertised to 
practically 
all of your 
customers 
each month 


» +. You sure can 
cut your wrench expense 
with this Guaranteed 





















ILLIONS of users have learned 
how that housing guarantee adds 
to the life of a wrench, keeps it at 
work, stops time-out for repairs, cuts 
your investment in spare parts. You 
get the same expense-saving with 
this modern all-alloy wrench, with re- 
placeable safe chrome-molybdenum 
jaws that grip and let-go instantly. 
You actually enjoy the adjusting nut 
that spins easily in all sizes, 6’ to 60“ 
—and the comfort-grip I-beam handle. 
And mind you, it costs no more than 
other top grade wrenches it far out- 
works. Save money — buy RIZAIDs 
at your Supply House... today! 


THE RIDGE TOOL CO. + ELYRIA,OHIO 








—but a friend of every 
industrial distributor 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 
Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the ind: strial plants and shops, 
we believe that many districutors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 

Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


ALLIGATO 





PAT OF t 


G 


MARK > ti etal 5 


a Sel: 
. 


STEEL BELT LACIN 


74 













Industrial plant 
men like ALLIGATOR 
steel lacing becaase: 


. Without any fuss or aun 
business it can be put on wit 
a hammer and it drives straight 

, It will handle the lacing prob- 
lem for belts ranging from ta 
less than 1/16” thick up to belt: 
5/8” thick and as wide as they 
come. 

. The belt can be unfastened in a 
jilty — just remove the rocker 
hinge pin and the joint comes 
apart. 

, Alligator Steel Lacing is made of 

a speci rade of steel that 

combines uctility with high 

tensile strength. Service records 
of millions of beltg laced with 

Alligator show that it has remark- 

ably long life. 

Alligator makes a joint that is 

smooth on both faces—it embeds 

in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating. 

It is supplied in steel, Monel 

and “Everdur” in twelve sizes. 
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Hardware Trade Ass'n. Elects 
Officers and Directors for 1940 


Members of the Hardware Trade 
Association of New York met on 
December 19 at the Railroad Machin- 
ery Club for their regular monthly 
luncheon and for the purpose of elect- 
ing officers and directors for the com- 
ing year. 

After lunch, the meeting. was called 
to_order by W. E. Clapp (Yale & 
Towne), retiring president. Chair- 
men of the various committees gave 
their reports on the activities of the 
club during the past year. Then 
Charles D. Merritt (Reed Mfg. Co.), 
chairman of the nominating commit- 
tee, presented a slate for the new 
year which was accepted unanimously. 
Officers elected for 1940 are: R. E. 
“Bob” Doti (Igoe Bros.), president; 
M. C. Harriman (American Steel & 
Wire), first vice-president; F. A. 
Scholl (Long Island Hardware), sec- 
ond vice-president; M. L. Langel (Os- 
born Mfg. Co.), third vice-president; 
and E. S. Norvell (E. C. Atkins & 
Co.), secretary and treasurer. W. E. 
Clapp advanced to the post of chair- 
man of the board and W. W. “Bill” 
Edwards (Federal Hardware) was 
elected chairman of the executive 
committee. 

Directors of the association for the 
new year are: J. S. Davey (Russell, 
Burdsall & Ward), E. T. B. Penman 
(Neal & Brinker), H. F. Gilliam 
(Wood, Shovel & Tool), and Charles 





D. Merritt. 


New Ludlum Representative 


Allegheny Ludlum Steel Corp, Pitts- 
burgh has announced the appointment 
of C. H. Vaughan, Birmingham, Ala., 
as representative in the Southeastern 
states. 





While H. A. Fosburg (left), secretary of the 

Meaker Co., inspects the Osborn brushes 

on exhibit at the recent National Metal 

Exposition in Chicago, Carl Fruend of 

Osborn Mfg. Co. brings out the fine points 
of his company's products 
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| sand years ago, steel pipe was 
standard. Today, after half a 
century of service with plumbing 
and heating contractors, builders and 
architects, steel pipe is still the indus- 
try’s standard. The world’s largest- 
selling pipe. 

Have you ever thought about what 
this consistent leadership means? 
Simply this—that steel pipe has al- 
ways given builders the greatest serv- 
ice per dollar of cost for all-round use 
in all types of buildings. It means that 
no other pipe has ever been able to 








Columbia Steel Company, San Francisco, Pacific Coast Distributors + 








offer greater value in strength, dura- 
bility, and ease of installation at low 
cost. 

Today’s standard, NATIONAL Steel 
Pipe, though still fundamentally the 
same pipe that won the industry’s con- 
fidence fifty years ago, is vastly im- 
proved to meet the requirements of 
modern heating, plumbing, and ven- 
tilating systems. It is uniform and 
ductile, easy to bend or coil, and 
readily installed. It easily takes sharp, 
accurate threads. It is clean, free of 
scale, and has a smooth surface for 


PITTSBURGH, PA. 





United States Steel Export Company, New York 
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ops! 


For over 


5() years, the world’s 
largest-selling pipe... 


STEEL 
















paints or decorative coatings. 

NaTIonaL Steel Pipe today gives 
you more than ever before. Use it for 
all standard piping applications. It 
will give you greatest service per 
dollar of cost. 





FOR EXPOSED PIPING 


National. Copper Steel Pipe is recommended 
for soil, waste and vent lines, and other piping 
exposed to atmospheric conditions. A small 
percentage of copper added to the steel more 
than doubles the resistance of this pipe to al- 
ternate wetting and drying. Its extra cost is 
trivial when cOmpared to the extra service it 
dives under these conditions. 











NATIONAL TUBE COMPANY 











Here’s a good one. I've just 
been around the world—stand- 
ing still. How? By the simple 
twist of a dial | visited London, 
Paris and Rome, Honolulu and 
Sydney, Berlin and Moscow ... 
and | didn’t get a bullet in my 
pants, either. Yessir, Radio is 
still tops with me as one of the 
wonders of the world. But get- 
ting back to earth—the Radio 
Industry offers a great market 
and a good source of business 
and profit for you on industrial 
adhesive tapes. They use lots 
of tape for ever so many pur- 
poses such as protecting parts 
and surfaces, woodwork, etc., 
as well as movable parts in 
shipping. So get a loudspeaker 
and dial yourself some real 
profits. It’s in the air—go get 
your share. 


SEND COUPON 


Gentlemen: 
Please forward at once, your 
brochure on industrial adhesive 
tapes. No obligation, of course. 


NAME 
ADDRESS 


CITY 





INDUN TRIAL 
TAPE 
CORPORATION 


NEW BRUNSWICK, N. J. 


| store in Camden, N. J. 





Newspaper Lauds Antrim 
Co. on 50th Anniversary 


It was on December 2, 1889 that 
Ellwood Antrim started his hardware 
Since that 
Antrim Hardware Co., has 
shown considerable expansion and re- 


time, 


| cently celebrated its 50th anniversary. 


In the 
Camden 


December 4 issue of the 
Courier-Post, considerable 
space was devoted to the history of 


| the organization and the part it has 


played in the industrial growth of the 
city. 

In speaking of the firm, E. Hulings 
\ntrim, son of the founder and secre- 
tary-treasurer of the company looks 
upon it as being operated by “one big 
family.” Many employees have been 
with the firm for a good many years, 
Idest in point of service being L. W. 
Davenport, purchasing agent, who has 
27 years to his credit. 

B. Frank Antrim, a brother of the 
founder is president of the organiza- 
tion which now has 29 people in its 
employ. 

Main office and warehouse of the 
company at 1514 Federal St. has been 
modernized recently and has complete 
mill supply stocks as well as the gen- 
eral hardware line and builders’ sup- 
plies. 


Kenny in New Post 


Cameron & Barkley Co., Charleston, 
S. C., has announced the appointment 
of T. J. Kenny as general manager. 
Mr. Kenny was formerly director of 
trade sales for Devoe & Reynolds Co., 
Inc., resigning from this post Decem- 
ber 15. 


When James Smith, Union Sales Manager, 
Rockford Sprinkler Corp., addressed the 
Hajoca crowd he struck this pose, attempt- 
ing to prove we don't know what. Probably 
that salesmen should have a lot of front. 
Anyway, Mr. Smith has it, and incidentally 


| so have most of the Hajoca order getters 
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Louis Brendel Receives 
New Executive Pesition 


Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn. has announced the 
advancement of Louis H. Brendel as 


LOUIS BRENDEL 


assistant to C. H. Butterfield, general 
sales manager. 

Mr. Brendel’s new duties will in- 
clude the supervision of sales promo- 
tion and distributor relations for the 
Ashcroft American Gauge Div.; the 
Consolidated Safety Vaive Div.; the 
American Schaeffer & Budenberg In- 
strument Div., and Hancock Valve 
Div. 


Name Selected for 
Hajoca House Organ 


Victor among several hundred con- 
testants is Jack Kindell, E. I. duPont 
deNemours Co., Seaford, Del., who 
was awarded a $25 first prize by 
Hajoca Corp., Philadelphia for his 
name for the Hajoca house organ. 
It will be called the “Hajoca Indus- 
trial Commentator”. 

The publication edited by E. J. Ball, 
vice-president of industrial sales, is 
designed for industrial executives and 
devotes its pages to suggested meth- 
ods for “greater efficiency and eco- 
nomy in operation, maintenance and 
purchasing.” 


New Catalog Issued 
By Neal & Brinker 


A new and most complete catalog 
of 200 pages has been issued by Neal 
& Brinker Co., New York City. The 
book covers small tools and in addi- 
tion features other special lines han- 
dled by the company. The first 48 
pages show the high speed steel prices 
in red and throughout the catalog are 
several color insert pages heading off 
important lines. The catalog was 
compiled by Weinberg & McKee Co., 
of Chicago. 
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The amazing performance records that O.1.C. bfonze and iron valves have piled up 
over 57 yeats, give O.LC. Distributors more to sell, with /ess selling resistance, 
That's why the O.LC, Selective Distributor Franchise is so coveted. 


It may be possible to arrange an O,1.C; Franchise for you. A card..or letter 
..of wire..to the O.L.C, Folks at Wadsworth, Ohio, may mean the dawn of a 


new and greater profit ¢ta for you in 1940. Send it today! 


¥ 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 
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A GOOD START FOR THE NEW YEAR— 
INCREASE SALES VOLUME WITH GOOD 
QUALITY—USER ACCEPTANCE-GROWING 


DEMAND-Sell 


VINCENT-HUNTINGTON 


Improved GRINDING WHEEL 
DRESSERS AND CUTTERS 


Sales volume can mean only one 
thing to a distributor—revenue! Vin- 
cent-Huntington Grinding Wheel 
Dressers and Cutters are a sure 
source of revenue for distributors 
who sell them. There's not a doubt 
of their outstanding quality—the fact 
that many large industrials have 
made them standard equipment is 
proof of acceptance and constant 
demand. When you sell Vincent- 
Huntington New Improved Grinding 
Wheel Dressers and Cutters you sell 
longer life and efficiency at no in- 
crease in price. 


Get your stocks ready now for 1940 
business. Our catalog sheets give 
complete data as to sizes and types 
—they're punched to fit your binders. 
Send for them. 


THE VINCENT STEEL PROCESS 


2434 BELLEVUE AVE. 


DETROIT, MICH. 


o 


New Type Hardened Steel Bush- 
ings are a new design to elimi- 
nate turning and wearing out the 
bushing holes in the dresser. Pin 


ly in bushing and 
cutters revolve on pin, insuring 
constant changing of relativity of 
cutters to each other which makes 
for better dressing and truing. 


Non-Burring Cutters all full size 
with 18 TEETH. Milled from 
high carbon steel, scientifically 
heat treated by the ‘Vincent 
Process” to a uniform hardness 
insuring long life. Vincent Cutters 
cannot burr or mesh even if 
washers are left out. 








C0. 














When your customers put a Simplex Ball Bear- 
ing Screw Jack under a load, they’Il thank you 
for supplying a Simplex, even though no 
brand may have been specified, because the 
self-leveling cap has a 9° float (the single 
chrome-molybdenum ball reduces friction 
88%), the unbreakable malleable base has a 
safety peep-hole, and the extra service life and 
other safety and operating features make it 
today’s outstanding value in a screw jack. 


It has the highest efficiency of any screw jack 
made. Every ton your customers lift with it 


will be a ton of good will. 


Made in 38 sizes with 4-way head as shown; 
23 sizes with malleable base; 19 sizes with 


ratchet type head. 


Sold through supply houses — the economical 
method of distribution for both purchaser and 


manufacturer. 


TEMPLETON, KENLY & CO., Chicago, Ill. 


Better, Safer Jacks Since 1899 


SCHICAGC 


Fuehrer Jim Hamilton and umbrella man 
Bill Fromm by day execute “blitzkreigs” for 
better sales at the Dumore Co. By night 
they cut theatrical capers in these outfits 
for Racine Kiwanis Club's annual show 





Wholesalers to Sponsor Amend- 
ment to Wage & Hour Act 


In a notice to all member-distribu- 
tors, Harry Rinehart, secretary of the 
National Supply and Machinery Dis- 
tributors’ Association reported the 
progress being made by wholesale as- 
sociations in an effort to exempt dis- 
tributors and wholesalers from the 
maximum hours provisions of the Fair 
Labor Standards Act of 1938. 

The Council of National Wholesale 
Associations which recently met for 
the purpose of securing relief from this 
provision will sponsor an amendment 
to the Act which was to have been 
presented immediately upon the con- 
vening of Congress on January 3, 
1940. 

In his report Mr. Rinehart urges 
every member of every wholesale trade 
organization to promptly call upon or 
write to his representative in Congress 
and the Senators from his state, ad- 
vising them of the hardships of the 
Act upon wholesale distributors and 
endeavor to convince them that the 
wholesale trade should be exempt from 
the maximum hour provisions of the 
Act. 


F. D. Michael of Somers, 
Fitler & Todd Passes Away 


F. D. Michael, assistant sales man- 
ager of Somers, Fitler & Todd Co., 
Pittsburgh, Pa., died suddenly Novem- 
ber 8. Mr. Michael had been with the 
organization for 36 years, starting as 
an errand boy and working up through 
the various departments to his present 
position, which he had held for a 
period of ten years. The passing of 
Mr. Michael came as a great shock to 
his many friends in the supply industry 
who will greatly miss him. 

Two new members have been added 
to the sales department of the firm. 
They are John G. Prager and Harri- 
son Lagard. Charles Einloth and 





SIMPLEX 


ohn Lorenz recently joined the pur- 
GOLD MEDAL AWARD SAFETY JACKS J - 


chasing staff of the organization. 
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PLEASE SELL MY BOSS 
THIS IMPROVED CLAMP! 


Tell him how safe and quick 
it is—tell him it protects me— 
and he’ll buy it! 


la man 
gs” for 
y night 
outfits 


NO MORE INJURIES! 


Sharp Ends Are 
SAFELY Enclosed 
slesale 


et for 
m this 


ieot STREAMLINED FOR SAFETY—for Neat 


; -_ Appearance —for Security! No Fouling. As- 
ry 3, §& 3 . semble it instantly —anywhere—without special 


we a a § tools. MAKE YOUR OWN COMPARISON: 


trade 


THE OLD WAY THE SAFE-LINE WAY 


a 


1. Very expensive. 1. Economical in cost. 
2. Complicated assembly takes 
skilled labor. 
3. Slow, time-consuming ap- 
lication. 
A. Hard to replace in field. 4. Set up in field of shop. No 
special tools. 


5. No risk! No mental hazard 
ete for employees. 


man- r ri 6. Automatically exerts a uni- 
Co Be, i . -n e \ 5. Sharp, frayed line ends. form i 
eit a s . o0O-°* 6. Unequal grip. 7. Trim, shipshape. 
yvem- o $4 . e, an 7. Projecting parts 8. ts streamline shape elimi- 
h the e i \ Ger gees ee . , P 
th pe RITE TO 8. Apt to foul. nates fouling. 


from 2. Anyone can assemble. 


f the 3. Quick and easy to apply; 


single operation. 


For Sizes and Prices—Write 


NATIONAL PRODUCTION COMPANY 
SAFE-LINE CLAMP DIVISION 
4583 ST. JEAN AVENUE DETROIT, MICHIGAN 


SAFE-LINE ~~ CLAMP 
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There’s always a 
profitable market for 


COFFING 
HOISTS 


. . . because they’re 
correctly designed 
and reasonably priced 


. Caught! Three heavy hitters as they 
Whether they're large or small— talked over industry problems at a re- 
all industries have need for Coffing cent industrial show. They are: Tom 
Hoists. Besides the two shown here Trowbridge, Behr-Manning; Jack Spauld- 
there are other types and all sizes ing, Black & Decker, and Mark Ogletree, 
to meet needs in factories of all Behr-Manning 

kinds, mines, oil fields, machine 
shops, garages, utilities, railroads, 
logging camps and any number of 
other applications too numerous to 


mention. You can realize from this . e 
just what it means to distributors to P.A. Magazine Praises 


sell Coffing Hoists—they make Distributors’ Services 
money—lots of it! Send for our 
data sheets now—get started this Devoting a large section of its ma- 
year on solid profits. gazine to the industrial distributor, 
The Southwestern Purchaser opened 


COFFING HOIST COMPANY its October issue with an editorial 
SAFETY-PULL_ RAT- Pa ee Reea 

LIFT” ELECTRIC praising the work of the distributor 

a DANVILLE, ILL. CHET LEVER HOISTS 


‘QUIK 
HOISTS with hook or trolley ted for their new . raliue “rvices 
suspension pendant rope con- ais tealeces-om and the valuable services he renders 


trol. Coffing’s latest develop- actness, low cost, lignt- - lle “oR ice : : 
ment for industry. - Light- COFFING ADVANCED HOISTS Solent, chrengt, to industry. For his contribution 


weight, powerful heavy duty DESIGN reliability. Tested at to the industrial system, the distributor 
motor, lubriseal ball bearings, 100% over rated capac- ¥ 


low head Ext 3 is entitle f -ogniti anc 
low, Nend room. Extra heavy RATCHET LEVER TROLLEYS ity. 24, (0,5, tons is entitled to full recognition and a 


steel. Simple and extremel large measure of commendation,” says 
sensitive iy courelien — LOAD BINDERS ELECTRIC yy by 5 ee —_ 8 : : y 


SPUR GEAR DIFFERENTIALS the editorial in part. 
_ — ——— : ono Jack B. Dale, president Briggs- 
Weaver Machinery Co., Dallas, Tex- 


Saflfetx Belt Hooks and Lacers as, is the author of an article in the 


MEG U.S PAPO issue titled, “How War Will Affect 
Your Distributor Connections”. Mr. 
Give You More Profit! Dale points out that, “whether the in- 
dustrial supply house likes it or not, 
it is going to be called on to keep cer- 
tain stocks on hand and its inventory 
Let us explain, record is going to serve as the guide 
quote you and | to preferred shipments.” 
outline our sales George O’Leary, president of Hous- 
ton Oil Field Material Co., answers 
the question, “Why is a Supply Man” 
in the same issue. An article by W. 
F. Snodgrass, district manager of 
National Carloading Corp., states that, 
See Those Jaws | “Freight Forwarders Aid Distribution 
SAFETY Not fiat, but RIBBED System Through Specialized Service.” 
Portable Lacer “ Each Rib Contacts Carl T. Wedemeyer, assistant district 
A HOOK ONLY manager, Metal Goods Corp., tells of 
; ; the many services of salesmen to 
The Best a a plants in an article, “What is Your 
Belt-Lacing _ Home Telephone Number.” 
System (ae ; 
with the : Or - Hooks are easily Apologies to Rust-Oleum 


Largest “ sunk below the In a group picture showing mem- 
Profit : surface of belt bers of the San Francisco branch of 
Full 6” Capacity . Pacific Mill & Mine Supply Co. which 
Stouter These two features appeared in the November 25th issue 
Stronger appeal to of MILL Suppiies J. R. Boren was 
mechanics. identified as being connected with that 

Sales are easy! organization. Mitt Suppwies is in 
error. Since the photograph was 


Safety Belt-Lacer Co., Toledo, Ohio ae tet thens fee toa ae 


its representative for the Pacific Coast. 
































co-operation, 


For You! 
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butor 


POWEL 


-| i Browz 
7 VALVE 


‘r of 
that, 


POWELL BRONZE VALVES ARE CAST PRIN 
strict CIPALLY FROM VIRGIN METALS WITH A HIGH TIN CON- 
Ils of TENT TO IMPROVE THE PHYSICAL CHARACTERISTICS. 
ih POWELL BRONZE VALVES ARE FUNDAMENTALLY COR- 
ion : RECT IN DESIGN TO WITHSTAND THE MOST EXACTING 

OPERATING CONDITIONS. . 

POWELL BRONZE VALVES ARE MADE TO GIVE SATIS- 


FACTION—TO DO A BETTER JOB FOR A LONGER TIME! 
mem- 
ch of 
which 


pay POWELL VALVES 


nd is 


ast. THE WM. POWELL CO. I NNATI, 
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> Order calls for 


Bw 
B line of COLD 


FINISHED BAR STEELS 


provides a full range of grades for 
every machining requirement . . . both 
on the older models of screw ma- 
chines and on the modern high-speed 
automatics. 
High Manganese Open Hearth, High 
Sulphur Bessemer, Bal-Cut Leaded 
Steels and Strain Annealed Steels 

. with these in his warehouse racks, 
the Local Distributor can talk quality, 
sell profitably and serve every customer 
promptly. 

Write for details 


BLISS & LAUGHLIN, INC, 


HARVEY.ILL. Sale, Offices in all Principal Cities BUFFALO. N.Y. 


Cold Drawn Bars ° Ground Shafting ° Screw Stock ° Leaded Steels . Alloy Steels 








WORLD’S LIGHTEST WEIGHT 
-~ HEAVY-DUTY | 








puts an end to the 
overload hazard 


All the features you’re looking for “wrapped 
up” in one hoist—the AL-LITE! Yes, sir, it’s 
one-third lighter than hoists of comparable 
capacities because it’s built of that remark- 
able Alcoa aluminum alloy. This makes it 
easy to handle—a real “one man hoist”. Yet 
in spite of its lightness the AL-LITE is strong 
and rugged, and equal to the toughest as- 
signments. Equally important is the patented 
AL-LITE Safety Governor that works auto- 
matically independent of the load brake —a 
safety feature that warns against dangerous, 
excessive overloading ... Other outstanding 
features include simplicity of design, fewer 
parts, 5 to 1 safety factor, corrosion resist- 
ance, adjustable brake, “Inswell” chain, oil A L ca L | T t 
bath lubrication ... Get those hoisting jobs 
done quickly, the safe AL-LITE way. Ask 
your dealer—or write for literature. HOIST 


CHISHOLM-MOORE HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corp.) 


120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 
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Aluminum Alloy 








Lyon Metal Products 
Adds New Factory Unit 


An addition to its plant at Aurora, 
Ill., is now under construction for 
Lyon Metal Products, Inc. This new 
building is one story, 110 ft. by 300 ft. 
and is of brick. Two loading plat- 
forms on the east side of the building 


One story addition nearing completion for 
Lyon Metal Products, Inc., Aurora, Ill. 


almost double the number of freight 
cars which can be spotted. To the 
south of the new building is a new 
truck loading platform with a capacity 
of twelve trucks. Steel canopies from 
the building to the tracks will protect 
the employees from rain and snow in 
bad weather. 

Prompt shipment in all lines han- 
dled by distributors can be made with 
the additional storage space now 
available. 


Simplification of Files 
And Rasps Recommended 


A proposed revision for the simpli- 
fication of files and rasps has been 
approved by the standing committee 
in charge of Simplified Practice Rec- 
ommendation R6, Files and Rasps and 
copies of the recommendation have 
been mailed to all interests for con- 
sideration and approval. 

The proposed revision now before 
the industry would eliminate 128 and 
add nine new items, bringing the 
stock varieties recommended to 377. 
Simplification of files and rasps was 
first undertaken by the industry in co- 
operation with the War Industries 
Board in 1918. At that time the num- 
ber of varieties was reduced from 
1,351 to 619, a reduction of 54 per 
cent. In 1923, the number of varieties 
was further reduced to 496. 


Dual Salesmanship 


William and Walter Schmitt, Irv- 
ington, N. J. were recently appointed 
sales representatives for the Rawlplug 
Co., New York City and will cover 
the Northern New Jersey territory. 
P. L. Pinney, deceased, was the for- 
mer Rawlplug representative in this 
area. 
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—THROUGH CONTROLLED DIE ADJUSTMENT— 


—with “TOLEDO” No. 101 or No. 102 Adjustable 
Bolt Die Stocks. 


The knurled sizing ring controls adjustment of 
all 4 die segments. Positive and simple in opera- 
tion. Turn knurled ring until desired size is 
reached. Segmental dies are easily reground or 
replaced at small cost. Stocks are small and 
compact. No. 101 measures but 17” overall and 
weighs but 2% lbs. No. 102 measures but 25/2” 
overall and weighs but 5?2 lbs. 


Capacity of No. 101 is “4” to %” N.C. or NF. 
and %”, 7/16" and 2” pump rod. No. 102 
threads 42” to 1” N.C. or NF. 


— one owner reports — “die life increased ten 
to twelve times with a “TOLEDO” No. 101.” 


Sell your trade — easy operation —longer die 
life — precision built tools at attractive prices. 
Get full details now. 


TOLEDO” 


LT DIE stock 


LOWING Si25 
" ‘ 


Sa 


MO. 101 ADJUSTABLE Bg 


The TOLEDS py ae NO Sieh se 
t THRE ABING MA 3 
CHINE C0, 19) 
(E06, Oxig 


NO. 101 or NO. 102 CAN BE FURNISHED IN A 
SMALL ATTRACTIVE PARTITIONED RED METAL 
BOX AS ILLUSTRATED. 


THE TOLEDO PIPE THREADING MACHINE Co. 


TOLEDO, OHIO 


New York Office, 72 LAFAYETTE. ST. 
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WELCOME co the “official’ 


headquarters for the Triple Mill Supply 
Convention — April 22, 23, 24— 1940 


The HOTEL ADOLPHUS extends a cordial invitation to mill supply men 
from the four corners of the country to make this hotel their center of 
operations during the convention. It has been selected as the “official” hotel 
convention headquarters. 






































You are urged to make your room reservations now—to insure securing 
the type of room you desire. 


Singles $2.50 — $7.00 Doubles $4.50 — $8.00 
Twins $5.00 — $8.50 Suites $12.00 — $30.00 


Dallas is a delightful place—and the weather is ideal in April. THE 
ADOLPHUS has the finest convention facilities in the Southwest—with air 
conditioned meeting rooms, acoustically treated. Three large restaurants 
serve the finest quality food, tastily prepared, at popular prices. Nationally 
known bands play in the Century Room during luncheon and dinner. 

You'll have a great time and a great convention in Dallas. You'll find 
ADOLPHUS service and hospitality of the same satisfying and friendly 
standards of all “Ralph Hitz” N.H.M. operated hotels. 


Reservations should be made direct with the HOTEL ADOLPHUS. 


Advance reservations secure the most desir- 
able accommodations ... make yours now! 


HOTEL Avotruus 


DALLAS 


vniititin eae OTTO SCHUBERT, MR. Manger 
NATIONAL MOTEL MANAGEMENT COMPANY. DNC. 
Acen. Texas Hotel Asen RALPH HITZ, President 
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New Men for Channon 


James D. Ownbey and Benton D. 
Gallup recently became members of 
H. Channon Co.’s sales staff. Both 
men come to this Chicago distributor 
with considerable past experience in 
the industrial field. Mr. Ownbey has 
been selling for the past ten years. 
Mr. Gallup has spent three years in 
the sales field and five as a construc- 
tion superintendent. 








Another Cruise—By Land 
To Dallas 


(Continued from page 22) 








points will merge with the special 
train at the nearest possible junc- 
tion. By the time St. Louis is 
reached practically the entire con- 
vention membership, save delegates 
from the South and Far West, will 
be aboard. Attention will be given 
to the entertainment factor by pro- 
viding facilities for bridge, games, 
music and perhaps motion pictures. 
The price quoted for the trip will 
include meals, tips, entertainment 
and a snack supper in late evening. 

In Dallas residents of the con- 

vention city will take over. The lo- 
cal convention committee, headed by 
Jack Dale (Briggs-Weaver ) has en- 
listed the Chamber of Commerce, 
Purchasing Agents, hotel men and 
others to aid in providing for every 
comfort of the visitors. 

The two hotels which will officially 
house the convention are the 
Adolphus, which has set aside 400 
rooms, and the Baker, reserving 300 
rooms. All meetings will be held 
in the Adolphus and the annual ban- 
quet and dance of the industry will 
be held in the beautiful roof garden 
of the Baker. A recent personal-in- 
spection by this writer revealed 
these two hotels to rank with the 
most modern and best appointed 
hostelries in the country. Despite 
their fine furnishings, however, rates 
are more reasonable than is usual at 
conventions. At the Adolphus the 
price of a single room ranges from 
$2.50 to $7, and of a double room 
from $4.50 to $8.00. The Baker’s 
prices are $2.50 to $4 single and $4 
to $6 double. 

Already a considerable amount of 
interest has been aroused in a unique 
post-convention tour to Mexico City. 

Under this plan the party will leave 
Dallas, April 24, at mght (conven- 
tion dates are April 22, 23, 24) stop 
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Built For Work— 
Built For Sales 


PEERLESS 
HOISTS 


are built with engineering preci- 
sion of the most durable material 


—STEEL. 


of maintenance 
and repair costs. 


These inherent qualities of service 
will give your customers the satis- 
faction of seeing any installation 
of Peerless Hoists pay dividends 
‘n a longer productive life and the 
disappearance 


THE HARRINGTON COMPANY 


17th & Callowhill Sts., Philadelphia, Pa. 











you sti. Wational 
TWIST DRILLS, HOBS, REAM- 


ERS AND MILLING CUTTERS! 









~ NATIONAL TWIST 


DETROIT 


Factory Branches: « NewYork °* 








Chicago 


Philadelphia 


Distributors in Principal Cities 


DRILL ano TOOL CO. 
. S. A. 
Tap and Die Division, WINTER 4 CO., Wrentham, Mass. 


Cleveland 
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at San Antonio, and arrive at 
Mexico City the morning of April 
27. Then will follow four days 
filled with adventure, sight-seeing, 
browsing in the quaint atmosphere 


_of this near-by “foreign country” 


shopping and side trips to adjacent 
points of interest. Here again the 
experienced Thos. Cook organiza- 
tion will be in charge and those who 


| make the trip may do so with the 
| confidence that every detail will be 









cared for properly. 
Cost of Trip Low 


The cost of this trip is surprisingly 
low, due principally to the difference 
in exchange value of the American 
dollar and Mexican peso. A num- 
ber have already signified their in- 
tention of visiting Mexico, feeling 
that it would be unfortunate to touch 
so close to the unusual country and 


| miss the opportunity of a lifetime 
| for taking a good look. 


From the 
practical standpoint, many manu- 
facturers have expressed an eager- 
ness for the Mexican trip, noting 
that their business volume from that 
country has risen sharply since the 
war shut off European sources of 
supply. These manufacturers are 
anxious to study at first hand the 
possibilities for developing 
business “south of the border”. 

Realizing that another factor is 
needed to insure good attendance at 
a convention so far removed from 
many of the important industrial 
points, members of the executive 
committees spent considerable time 
in their Cincinnati meeting discuss- 
ing suggestions for the gathering’s 
programs. The names of several 
good speakers who carry the weight 
of authority in industry and business 
were put forward. But as yet noth- 
ing definite about any feature of the 
convention program has been an- 
nounced. The promise is made that 
reports of progress in this direction 
will come along with regularity 
through the early spring. 


their 








Associations Approve Study 
(Continued from page 17) 








American Supply and Machinery 
Manufacturers’ Association, who 
opened the meeting by outlining his 
association’s three-year program. 
Realizing that few of the projects in- 
volved can be completed in a single 
year, the manufacturers’ association 
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Hints for Lunkonfieemerdbtrultot, and thes Jalemen 


HAVE YOU PLACED 
A NEW LUNKENHEIMER CATALOG 78 
WITH EVERY ONE OF YOUR CUSTOMERS? 


Check your list of customers and prospects against the quantity of catalogs 
sent to you. Have all received copies? If you need additional catalogs, let us 


have your request; we shall be glad to send them. ‘ 


Catalog 78 will promote buying from you if your customers have the catalog 
before them when orders are to be placed. So see to it that every one of your 
customers and prospects has a copy; capitalize on this opportunity to get orders. 


LITY *Seéé LUNKENHE!I MER 
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x H. GILMER COMPANY TACONY, PHILADELPHIA, PA. 


“The Oldest Firm of Rubber Fabric Belt Specialists” 





















with this NEW 


96 PAGES 


With new H. P. rating tables, 
a new method in the industry 
of rating the H. P. of V-Belts 


salesman 





yours for the asking! 


WRITE FOR YOUR FREE COPY.. 














GILMER GUIDE 


To Efficient V-Belt Practise 


Here’s a book every mill supply 
should have...an 
authoritative guide on transmis- 
sion problems, an EASY-TO-USE 
engineering handbook crammed 
full of information that will help 
the mill supply salesman in his 
selling. The most complete V-Belt 
reference manual available. And it’s 


- TODAY! 





for 


when 
you 


sell 


VALLEY GRINDERS 


% Low upkeep cost 
%& Economicai, efficient performance 
% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most sanyo industrials know from experience what to expect from Valley 
Grinders and satisfied % are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing and prot 
by the Valley Guarantee. Specifications include heavy shafts, oversize ball bearings, 


wide wheels, and adjustable tool rests. Sizes from % h. p. Bench to 5 h. p. Pedestal 
models. 





Mas tod 





Let us give you prices and details on special profit-making franchise 
< for Valley Distributors. 


Pa 








i} 


Valley Electric Corp. 


4221 FOREST PARK BLVD. © ST. LOUIS, MO. 
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| has laid out a definite course over the 


| answered by W. A. 


longer period, he said. 

A series of questions concerning 
distribution problems, submitted by 
distributors in the areas represented, 
were then discussed. 

The first-—‘How can distributors 
obtain more of the industrial busi- 
ness now going direct?” 


Link 


== Was 
( Tatel 


| Electric and Supply Co., Louisville ) 


| gent 


who felt that the distributor’s best 
solution was a complete stock and 
efficient service, coupled with intelli- 


selling of these exclusive 


| attributes. 


The second—“What is the effect 


| of the establishment by a manufac- 


| Both 


turer of additional sales outlets in a 
territory in which he is adequately 
represented by industrial supply dis- 
tributors ?”—was given a complete 
“going over” by R. E. Kramer (H. 
Channon, Chicago) and R. M. 
Easton (E. A. Kinsey, Cincinnati). 
gave specific examples of 
volume-hungry manufacturers, who, 
thinking to obtain more volume 
added distributors, only to find that 
the line had become of so little 
interest to each distributor that the 


| total business was less. 





The third—“Why does selective 
distribution help the manufacturer as 
well as the distributor?” — was 
answered by E. K. Welles (Charles 
H. Besley, Chicago) who, while call- 
ing himself a neophyte in the busi- 
ness, belied the statement by using 
the strongest argument to be 
found — the value to the manufac- 
turer in the loyalty of the distribu- 
tor’s salesmen to a line on which they 
know they are protected. 








Special Service Vs. Net Profit 


(Continued from page 25) 








sis reflected that 25% of the pick- 
ups involved had a retail selling 
price of $2 or less on which the 
gross profit realized did not exceed 
the cost per pick-up of 40¢. Remem- 
ber, on these sales we are paying a 
salesman’s commission which 
amounted to 6.15%, and have auto- 
matically increased our cost on this 
merchandise by more than _ the 
gross profit realized on the item. 

In our own case, at least, pick-ups 
were responsible for a substantial 
part of our mill supply business and 
apparently will continue to be an 
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why WRIGHT Improved High Speed 
HOISTS are RIGHT for your CUSTOMERS 


@They’re right because Wright Hoists in 
their various sizes are built to take actual oper- 
ating conditions just as they come. 


Hoists in real industrial work encounter the 
real industrial atmospheres that bring most 
products to time. They meet dampness, dust 
and grit, heat and cold, corrosive substances 
in the forms of gases, solids and liquids. 


Wright meets them. It is prepared: first, by 


a full zinc coating of all parts; second, by a 
perfect sealing and lubrication; third, by an 


WRIGHT MANUFACTURING DIVISION « 


internal design that combines well engineered 
provisions for efficiency with the best of 
adaptation to actual operating requirements. 
The Wright Hoist has 21 real points of supe- 
riority. Some of these are most valuable on 
some jobs. All are valuable on all jobs. The 
Wright Catalog tells the story. Send for it. 
SELL ACCO QUALITY in Wright Hoists, Cranes and 
Trolleys, Tru-Lay Preformed Wire Rope, Reading- 
Pratt & Cady Valves, Campbell Abrasive Cutting 


Machines, American Chains, Page Welding Elec- 
trodes and Page Wire Fence. + 


YORK, PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION ¢ ANDREW C. CAMPBELL DIVISION « FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION # MANLEY MANUFACTURING DIVISION @ OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
WIRE DIVISION © READING-PRATT & CADY DIVISION ® READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION, IN CANADA: DOMINION 
CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. ¢ THE PARSONS CHAIN COMPANY LTD. « In Business for Your Safety 
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330 W. 42nd St. 





MORE MONEY? 
YoU DO! 


But wishing won't make it so. 


In the case of mill supplies distributors and 
salesmen it means building larger sales 
volume ... providing better service for your 
customers .. . keeping your customers in- 
formed on new and improved products... 
how to secure the greatest service from the 
tools, supplies and equipment they buy from 
you. 


You are a vendor of helpful and practical 
information. The easiest way to assemble 
this information is to read MILL SUPPLIES. 


The trade paper of the industry, MILL SUP- 
PLIES reviews each month new product de- 
velopments . . . sales tips . . . news of the 
trade. 


1940 will bring readers of MILL SUPPLIES 
an enlarged reader service . . . more news, 
more information and renewed cooperation 
in our mutual endeavors. 


A McGraw-Hill Publication 





New York, N. Y. 
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important source of this volume. 
It seems to me that the only thing 
wrong with this kind of business is 
that we have failed to realize a suffi- 
cient mark-up on this merchandise 
to: 


1. Carry a proportionate share oi 
our expense, and 

2. Compensate us for the addi- 
tional expense involved. 


Special Deliveries 


Another service problem seems 
to be that as a mill supply house we 
should be in a position to make 
almost immediate delivery to our 
customer. Frequently this mer- 
chandise is needed to replace a de- 
pleted stock, or for repairs to a 
machine. As a result ordinary de- 
livery service is not adequate. Here 
again, it seems we are selling a 
service as well as merchandise, and 
there are many orders on which the 
gross profit involved will not pay 
for the special delivery expense 
incurred. 

The analysis which I made re- 
flected that approximately 50% of 
the orders which we shipped in this 
period had a total extended value 
of $5 or less. Now, let us take an 
order for $5 or less and determine 
whether the gross profit on this 
order is sufficient to pay for the 
direct expenses. (See Exhibit 
“a3 

I think you will all agree this does 
not leave a great deal to pay for 
the president’s salary, buying sala- 
ries, packing supplies, stationery, 
etc. Certainly we cannot afford to 
make very many special deliveries 
on these, inasmuch as they already 
are handled at a very serious loss. 


Certainly we must render this 
service to our customer. However, 
from an accountant’s viewpoint it 
seems a rather dangerous practice 
to take for granted that we will be 
able to offset these special service 
losses with the hope that the cus- 
tomer will buy a sufficient amount 
of regular merchandise to cover our 
regular overhead expenses, our loss 
on this special service, and_ still 
provide a net profit. Perhaps an 
analysis of individual customers 
accounts would throw some inter- 
esting light on this subject. 

The following suggestions might 
tend to offset these additional costs: 


(Continued on page 92) 









WELL-KNOWN FACTS ABOUT A 







































lise aaa 
idi- Oy 
/ eg 
“Op 
‘; / 

ms 
we 
ike 
yur 
er- 
le- 

a 
le- 
re 

a 
nd 
he 
ay 
- @ Bunting Bronze Standardized 
“ Bearings are saving time, trouble 
of and money in thousands of plants...and 
us ° e ° ° ° 
wn bringing an ever-increasing profitable 
in new business to wholesaler... Bunting 
" sales policy and national advertising 
e always cooperate constructively with 


. local suppliers... The Bunting Brass & 
Bronze Company, Toledo, Ohio. Ware- 


houses in All Principal Cities. 










Hundreds of stock sizes of finished 
bearings. Tubular and Solid Bronze 


Bars in the most advanced form. 
BRONZE BUSHINGS + BEARINGS 


Both save moat for users—make PRECISION BRONZE BABS + BABBITT ou 











money for wholesalers. 
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FOR CLEAN-CUT 
PROFITS Sed/ 


UF KIN 


When you show a Lufkin 
Precision Tool you make a 
quick sale — no arguing, no 
long, drawn-out sales talks 
to put up with. For the name 
LUFKIN stands for highest 
quality to machinists the 
world over. 


And when you sell a Lufkin, 

you've won a satisfied cus- 

tomer —no complaints or 

adjustments to put up with 

later. Your profit is “clean cut’ 
it's REAL 


dlls h 


SAGINAW, MICHIGAN 


New York City 


TAPES . RULES . PRECISION TOOLS 





accrue on these transactions. 
| as wholesalers, are not equipped to 





1. Increase the Line Value of Orders 


I feel that in many cases sales- 
men could sell full package quan- 
tities of regular stock items, instead 
of lesser quantities. After all, pur- 
chasing agents are reasonable indi- 
viduals, and if we present our prob- 
lem correctly I am sure that, if the 
item is something which can be 
used and if our full package prices 
are sufficiently attractive, we can 
eliminate many of these orders for 
small, broken package quantities. 

The wholesale prices which are 
quoted to an industrial user are 
quoted on a wholesale basis due to 
the fact that he uses a quantity of 
the item. The moment we reduce 


this wholesale quantity to a retail 


quantity, or individual consumer 


| quantity, all of the costs that accrue 


to retail distribution automatically 


We, 


sell in retail quantities at the mark- 
up which we realize. I think that 
industrial users should appreciate 
that fact. 


| 2. Inventory Analysis by Items to 


Reduce Pick-Ups 
An analysis of inventory by item 
and a record of the sales of each 


| item will soon disclose those items 


which are profitable to carry. Like- 
wise an analysis of your pick-ups 
will disclose those items which 
should be added to your inventory. 
This seems to me to be a continu- 


| ous job, and we should be con- 
| stantly adding items to our inven- 


tory and dropping those on which 
the turnover is not satisfactory. 
3. Pick-Up Charge . 


It seems logical to me that if we 
present to our customers an inven- 
tory of many thousands of items, 


which we have determined it would 


be profitable to stock, then other 


| items on which it is necessary to 


make a pick-up should carry an 
additional charge for this additional 


| service. It is impossible for any of 


us to carry all of the items which 
we are called upon to furnish, and 
it seems unreasonable for us to be 
asked to make a pick-up of an item 
selling for $2 or less without re- 
ceiving something to reimburse us 
for this additional expense. I do 
not believe the industrial user would 
object to paying an additional 
charge of 50¢ or even more to 
cover this special service. Of 
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course, when the selling price of 
an item is large enough, this pick-up 
charge may be omitted. I am sure 
that, if we could start out on the 
theory of covering our pick-up ex- 
pense on every pick-up amounting 
to $2 or less, it would be a decided 
forward step for the mill supply 
industry. 


4. Charge for Special Deliveries 


Some consideration should be 
given to initiating a minimum charge 
for special delivery service. It is 
unfair to ask us to send out a 
couple of bolts by a special truck 
without making some charge for 
this service. In some Cases this 
special cost ranges from $.50 to 
$2 or $3, depending on the loca- 
tion of our customer. As you 
realize, this equals the gross profit 
on a substantial sale. As brought 
out in Exhibit “B”, the gross mar 
gin realized on a great many of our 
orders is not sufficient to pay for 
the direct expense involved. Now 
to spend $.50 or $1 for a special 
delivery charge is out of the ques- 
tion. If the special delivery is due 
to a failure on our part to give 
adequate delivery service, then this 
additional expense should be borne 
by us. However, I find that in a 
great many cases this special serv- 
ice is the result of some abnormal 
condition existing in the plant of 
the industrial user, who should be 
willing to compensate us for this 
special service. Here again, the 
analysis of individual customers 
accounts will disclose startling in- 
formation, which I am sure can be 
used to advantage. 








Some Like It Hot 
(Continued from page 19) 








is a separate one, and may be one 
of those elaborate electrical jobs 
which need new heating units every 
so often. The former will at least 
need refractories, a thermocouple or 
two, a pyrometer, and the usual 
piping and valves. 

So on toward the finishing de- 
partments and the production line. 
All along the latter there may be 
special furnaces for some specialized 
job, plating tanks, cleaning booths, 
spray booths, cleaning or washing 
tanks, and the like. You can sup- 
ply something for every one, even 





Let your 


customers 


handle 
a Kennedy Valve 


..... they will 
quickly be convinced 
of the many 


Kennedy Extra Values 








Kennedy 


ODIES, bonnets, operating mechanisms—even 
ac ane, the smallest parts such as the bolts and nuts 
of Kennedy Valves—have distinctive features that 
are not merely intended to make these valves 
easier to sell, but also to give better and longer 
service with less maintenance expense. 


Show any Kennedy Valve to a customer, and you 
will find him attracted by its sturdy proportions, 
clean-cut construction, and innumerable refine- 
ments of design. Moreover, its many extra values 
mean no extra cost to you or your trade, for these 
valves—like all Kennedy Extra-value Products—are 
sold at standard market prices. 


Kennedy Extra Values result in extra sales. It will 


pay you to investigate. Write for complete in- . 
formation. 


The Kennedy Valve Mfg. Co. . . . Elmira, N. Y. 


KENNEDY 
évtra Value in CVALVES 
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PLANOGRAPHED 


CATALOGS 


er Selling tor These Distributers 


Revs em Feome Oem 


= 


catalogs are 


Distributors’ 
salesmen. 


They are being consulted 
every day. 

Is your catalog up-to-date? 
Is it being used? 


A planographed catalog 
with HIGH SPEED prices in 
RED is modern and will 
sell more merchandise for 
you. 


‘ For Details Write To: 


ioattieestitetentnnsientinsionmiameneetsmemmemmtemeenemaenai 


WEINBERG & Meche 


INCORPORATED 


HOW Van Buren St., CHICAGO ELL. 


if it’s only a piece of pipe or a valve. 
Most of them don’t require refrac- 
tories, but they often need special 
linings in paint or compound form, 
temperature-regulated valves, and 
the like. 

Then for finishing, there are the 
baking and drying ovens. And if 
die castings are incorporated in the 
products, hunt up the die-casters 
and see if they don’t need some 
heat-control or indicating equip- 
ment. If the plant makes its own 
plastic parts, there’s another chance 
for heat control, because many 
plastics are discolored or spoiled 
by excessive heating. Then there’s 
always the heating or power plant, 
where the boilers need a whole new 
lining every so often, plus periodic 
repair. When you've gotten through 
all those, you should have exhausted 
the plant’s possibilities, but there’s 
always another plant nearby, if you 
can stand the gaff. 








The ABC's of Steel 


(Continued from page 27) 














vents side wise flows of the metal, 
or in an “open pass” with straight 
surface rolls where some lateral 
flow can take place. 

In the regular operation of a steel 
plant the ingots are not usually 
cooled to atmospheric temperature 
prior to mechanical forming. After 
the ingots have been stripped, that 
is removed from the molds, they are 
generally shipped hot to the mill 
and lowered into gas fired pit fur- 
naces called soaking pits. During 
stripping and transfer the ingot sur- 
face cools appreciably, while the 
interior may still be above the 
rolling temperature. They must, 
therefore, be held in the pit for a 
considerable time, or “soaked,” 
until the differences have been 
equalized and the proper rolling 
temperature has been attained 
throughout the entire mass. The 
ingots are now ready for hot work- 
ing and are lifted out from the pit. 


Semi-Finished Products 


In some cases the ingots are 
rolled directly to the finished prod- 
uct in a single series of operations 
without intermediate heating. How- 
ever, in most cases the heated ingots 
are first rolled in special mills to 
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lighter sections of simple shapes, 
round, square, or rectangular. Ar- 
ranged according to size and shape 
these semi-finished products may be 
roughly classified as follows: 
Blooms, square or rectangular, with 
cross section above 6 x 6 in., or 
the equivalent. If the width is 
greater than twice the thickness 
they are referred to as slabs. Bil- 
lets are smaller than blooms. They 
are square, rectangular, or round, 
and range from 14 x 14 in. to 
6 x 6 in. or the equivalent. 

Blooming and slabbing mills are 
the largest and most powerful mills 
used in hot rolling steel. They may 
be two-high, continuous or revers- 
ing, or three-high. After an ingot 
has been rolled into bloom or slab 
of the desired cross-section it is 
cropped at both ends to remove 
segregations of impurities, pipe and 
other imperfections which always 
are found in the top and bottom 
of an ingot. After cropping the 
remainder is cut into blooms or 
slabs of the desired length. Pow- 
erful shears used for this purpose 
slice the hot steel with perfect ease. 

Before the semi-finished products 
are rolled down further, they are 
carefully inspected for surface im- 
perfections such as seams, slivers, 
scabs, etc. These must first be re- 
moved, otherwise they will be rolled 
into the finished product and seri- 
ously affect its quality. This is 
done by chipping, grinding, or 
burning (scarfing). 


Rolling Finished Products 


Plates—Based on the accepted 
classification, plates are defined as 
follows: Over 6 in. wide and 4} in. 
or more in thickness; over 48 in. 
wide and ;; in. or more in thick- 
ness. According to the type of mill 
on which they are rolled, they are 
classified as sheared plates and 
universal plates. 

The sheared plate mill produces 
a plate with rough and uneven 
edges which must be cut on all 
sides to give a rectangular plate. 
Universal plate mills produce 
plates of ordered width, with 
straight and almost perfectly paral- 
lel rolled edges. 

Plates may be rolled directly 
from the ingot without any inter- 
mediate step. However, the most 
common procedure is first to roll 
the ingot on a slabbing mill. 

The carefully inspected and con- 
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are sold thru 
ARMSTRONG TOOL HOLDERS are used in 


aotrnatae es sic ~~ INDUSTRIAL DISTRIBUTORS 
Rooms, they are the backbone of any indus- 
trial tool department. The Armstrong System 
rovides tool holders for every operation on 


athes, planers, slotters and shapers. For 50 years ARMSTRONG TOOL HOLDERS and TOOLS 


pits wee cue ont eens have been sold thru industrial distributors and for 50 years 
MACHINE TOOLS have extended the econ- industrial distributors have profited increasingly thru this 
omies and efficiency of the Armstrong Sys- 


tem to the Production department. ARMSTRONG policy, the growing ARMSTRONG prestige, 


protection and above all the business building quality of 
ARMSTRONG TOOLS. 


Today with the complete system of ARMSTRONG TOOL 


ARMSTRONG LATHE ond MiILL- HOLDERS used in over 96°/, of the machine shops and tool 
A ge rooms, with ARMSTRONG Wrenches preferred above others 
son hg and other ARMSTRONG lines standard with tool buyers 
esdiiess and Safety" Head yo everywhere, your opportunity for increased sales and substan- 


in all sizes. tial profits in ARMSTRONG TOOLS are greater than ever. 
ARMSTRONG DROP FORGED . . 
ald ol Display, talk and push ARMSTRONG TOOLS, it pays. 
"Medium Service'', "Li 
"| “Deep Throat’ and ‘Tool 
'. types each in all sizes— 
universally recognized as the finest “ARMSTRONG BROS." PIPE 
adlnencolamae ARMSTRONG WRENCHES— TOOLS the most complete line 
ARMSTRONG BITS and BLADES: 0 other line offers as ——_ moneloctured and cock | tool 
ARMSTRONG High Speed shapes to sell in strength, design, too — up to industrial stand- 
ready to grind or ready-ground, balance, machining, finish—in ards. 
also ARMIDE Carbide: ipped all around quality. Drop 
Cutters. Forged Carbon : Steel and 
Vanadium Steel —- Mr 
ARMSTRONG RATCHET DRILLS— Wrenches, Box ocke 
\| types. All steel construction Wrenches, Detachable Head 
with improved action and hard- Wrenches, Hollow Screw 
ened parts. Wrenches and Bridge Ratchets. 
67 types in all sizes. 


Standardize on “ARMSTRONG” and watch tool profits rise. 


ARMSTRONG BROS. TOOL CO. 
"The Tool Holder People” ’ ¥ 
305 N. Francisco Ave., Chicago, U.S.A. : Write for 
Eastern Warehouse and Sales: 199 Lafayette St., New York Catalog C-39 
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Fairbanks 


Easier to 
Sell 


You don’t have to waste time to 
convince customers of the superi- 
ority of Fairbanks Hand and Plat- 
form Trucks. 

They can 
easily see 
that the 
Platform 
Trucks 
have heavy 
steel angle 
irons which 
protect the hardwood platform 
from bumps... that pipe handles 
and racks are held rigidly to 
frame by bolts which can be re- 
moved at will . . . and that the 
platform can be replaced, in case 
of accident, without cutting or 
rewelding frame or under-struc- 
ture. 

Fairbanks Hand 
Trucks, too, are 
designed to wear 
longer. There are 
steel straps on both 
the front and back 
of the well-seasoned 
wood frame. The 
steel cross-bars are 
bolted flush into the 
top of frame instead of into weak- 
ening mortises. There is practi- 
cally no part subject to much 
wear that cannot be inexpensively 
and quickly replaced. 

There is a Fairbanks Hand and 
Platform Truck for practically 
every service. 

Write today for our 
big catalog No. 50 and 
distributors prices. 

THE FAIRBANKS COMPANY 


19 EAST 4TH ST. NEW YORK. N. Y. 
Boston, Pittsburgh 












Distributors in Principal Cities 
ome, Ga. 


Fairbanks 


Factories: Binghamton, N. Y., R 


HAND, PLATFORM 
and BOX TRUCKS~ 







Trucks are | 





| ditioned slabs are first placed in a 


| heating furnace where they are 
| slowly brought up to rolling tem- 
perature. Heating furnaces are 
either of the continuous or the 
hatch type, gas fired, and equipped 
with instruments for close control 
of temperature and furnace atmos- 
phere. 


Various types of sheared plate 
mills are in use, two-high, three- 
high, four-high and tandem mills. 
The two-high now somewhat 

| obsolete for rolling plates, while 
| the four-high mill is the most mod- 
| ern arrangement. 


1S 


Universal Plates 


Universal plate mills are gener- 
ally of the reversible type, and are 
usually equipped with four vertical 
rolls, placed at each end of the hori- 
zontal rolls, two in front and two 
in back. This arrangement produces 
straight and almost perfectly paral- 
lel edges. No cross rolling takes 
place in this mill, as is the case in 
the sheared plate mill where the 
slab may be turned 90 degrees and 
given a few 


For 
this reason a universal plate can- 
not expected to have as high 
transverse properties as a cross- 
rolled sheared plate. However, 
| universal plates are satisfactory for 

structural work and for many pur- 
| poses where a finished edge is de- 
| sired without shearing or machining. 


transverse passes. 


be 


| There are also certain sizes which 
cannot be practically produced on 
a sheared plate mill, as for instance 
| a plate $ x 8 x 500 in. A plate of 
| these dimensions which can be 
produced with reasonable tolerance 
on a universal mill would camber, 
bow or twist if attempts were made 


| After rolling the plates 
passed through straightening rolls 
while still hot. Finally they are 
cooled, marked for size, sheared, 
inspected on both sides and edges, 
and made ready for shipment. 

The principal plate qualities are 
tank steel, hot pressing and cold 
pressing steel, fire box steel, struc- 
tural steel, boiler steel, hull steel, 
still bottom steel and a number of 
special . grades. 

Lately, an appreciable tonnage of 
light gauge plate, both rolled edge 
and sheared edge, is being produced 
on the continuous strip mill. This 
| will be discussed more fully under 
| that heading in the next issue. 
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to produce it on the sheared mill. | 
are | 








Base Your Union Profits 
in Dart’s 
TRUE BALL JOINT 






































‘Lumar no sounder basis for 
steady, profitable pipe union sales 
than Dart’s true ball seating. Dart’s 
two bronze seats are accurately 
ground to spherical surfaces that 
stay true to form—make tight joints 
repeatedly in tough service. An- 
other thing, Dart bodies and nuts 
are extra heavy, made of air re- 
fined malleable iron that resists 


stretch and thread deformation. 


It all adds up to two facts: Darts 
cost less in service and pay you 


more to sell. Make friends of your 


customers by recommending Darts. 








Abrasive Discs for Every Use 


Armour Sand Paper Works manufactures Abrasive Discs for all uses—for 


all types of equipment. Here are discs that are fast-cutting, clean-cutting, 


long-lasting and economical under actual working conditions. 


All sizes, weights and grits necessary for woods or metals—for grinding, 
surfacing and polishing. For increased, economical production Armour's 
Abrasive Discs will give your customers what they have been looking for— 
and your house the repeat business that builds profit! 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Siocka Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SANFRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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This PROFITABLE 








These New High 
Quality Flexible 
Shaft Machines Are 
Priced As Low As 





Model J 
illus. 
$54.50 f.o.b. 


Factory 


DEALERS everywhere are 
Grabbing STOW Franchise 


Because the new Stow Junior Line of 
Flexible Shaft Machines provides the 
utility fleld the kind of a machine 
they want at a popular price without 
sacrificing quality, it made an 
immediate “hit’’ with dealers every- 
where! 

Besides, this new 
offers many important advantages 
(1) rugged oversize flexible core; 
tough oil-resistant rubber outside cas- 
ing; (2) motor end of shaft reinforced 
to insure uniform distribution § of 
curvature; (3) Ojlite bearings; (4) 
hand-piece fitted with ball bearings 
and labyrinth oil-se-al; (5) removable 
clamp 


Stow Junior Line 


spindle and (6) the Stow 
Junior is complete, with motor, 
awitch, extension 















cord and plug; flex 

ble shaft and clamp 
spindle No other 
flexible shaft ma 
chine offers all of 
these features 


The STOW Line 
is the Complete line 


When you handle Stow, you 
meet the call for flexible 


shaft equipment n every 
respec Stow Heavy-Duty 
Flexible. Shaft Machines, 


Stow Junior Utility Flexible 
Shaft Machines, a line of 
Flexible Shafting that has 
built a reputation of high 
quality over a 
period of 65 vears. 
ind fittings and 
ittachments for 
every purpose are 
offered by Stow 

Get full 
tion or 
Exclusive 


nforma- 
Stow's 
Distri 


STOW butor Franchise 
Heavy Duty Today! 

Machine 
‘ 


Manufacturing Co 
5 Shear St 


BINGHAMTON, N.Y 
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Practical Reciprocity 








what manufacturer can prove that 
| the higher percentage of profit is too 
great? Why can’t these facts be 
proven? Because neither distributors 
nor manufacturers have definite 
| knowledge of distributors’ costs with 
| which to prove them. 
| A large distributor told me that 


| 
} 
(Continued from page 29) 
| 
| 
} 


hack saw blades was sold at the ex- 
treme resale discount. If my idea 
about our present resale schedules is 
correct, then on this basis it is proba- 
ble that he is not receiving an ade- 
quate margin of profit on the vast 
majority of his sales. 
reasoning, this distributor may be 
getting more than a reasonable profit 
on the smaller volume of sales going 
to the larger consumer which in this 
case is only 13.8% and which is the 
volume of his sales open to the direct 
selling attack. 


More Spread—More Temptation 


This situation could be changed 
completely without reducing the 
distributor’s present average margin 
of profit. In fact, it appears that 
by increasing the margins on his 
small consumer volume and decreas- 
ing the margins on his larger con- 
sumer volume, this  distributor’s 
average margin of profit would be 
increased and his competition from 
direct-selling manufacturers mini- 
mized. As an example, if the maxi- 
mum price on the hack saw resale 
schedule was reduced 5% and the 
balance of the schedule increased 
only 142%, this distributor would 
nearly double his profits on the hack 
saw line. It is obvious that the 
greater spread there is between the 
distributor's cost and the extreme 
resale price to large consumers, the 
greater the temptation and the 
greater the opportunity for manufac- 
turers to sell direct. Therefore, is 
not this the safest way for the dis- 
tributors to start their attack to 
combat direct selling by having re- 
sale schedules adjusted to meet this 
condition and at the same time to 
insure .a_ satisfactory 
profit ? 


margin of 


Although there are some distrib- 
utors and manufacturers who do not 
believe that cost figures are neces- 
sary, it is generally agreed that in 
considering the possibilities of de- 


MILL SUPPLIES © JANUARY 1940 


only 13.8% of his dollar volume of | 


By the same | 


| 











Every employee who handles the sand- 
paper you sell reduces your profits. Every 





minute spent untying, unwrapping, c 4 
out sheets, retying and rewrapping—steals 
away the margin of profit by which you stay 
in business. 

That’s why the convenient MASTERPAK, 
AP’S exclusive sandpaper package, saves you 
To fill an 


order, merely reach a Masterpak down from 


money. You sell by the unit. 
the shelf, slap your sticker over ours, and 
send it on its way. Handling costs are cut to 
the bone. Valuable time is saved. More of 
your markup remains as net-profit. And your 
customer receives his order “‘factory-fresh.”’ 
That's just one of the exclusive advantages 
of the attractive AP Franchise. Full informa- 
tion is yours on request—address Abrasive 
Products, Inc., South Braintree, Mass. 
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termining costs, it is impractical and 
unnecessary to cost all mill supply 
items. There are, however, many 
manufacturers and distributors who 
believe that actual cost figures on a 
few principal lines are both desirable 
and possible, and will eventually lead 
to a readjustment of resale sched- 
ules that will give a more equitable 
margin of profit to the distributor. 


Cost Study Recommended 


The joint Research and Sales 
Survey committees of the National, 
Southern and American associa- 
tions, at their meeting in Cleveland, 
September 25, recommended to the 
three associations that a study be 
made to perfect a simplified method 
of cost accounting. 

In the report which is being pre- 
pared for the Executive Committee, 
one phrase, I believe, is particularly 
revealing and gives me hope that at 
last we have a chance of getting 
somewhere. It reads: 

“It is the committee’s understand- 
ing that this activity is to encompass 
only the development of a method 
for ascertaining costs by lines and 
not the determination of industry 
costs by lines. Further, it under- 
stands that once the method has 
been developed, it is to be made 
available to all members of the three 
associations in order that they, in- 
dividually, may use it or not, as they 
see fit.” 


“Guinea Pigs" 


In this cost experiment, I am 
pleased to say that a small group 
of mill supply distributors have vol- 
unteered to be the “guinea pigs” 
as one of the leaders in this industry 
expresses it. The initial work in 
the establishing of these costs is go- 
ing to be considerable for the dis- 
tributors attempting to solve this 
problem and they are deserving of 
great credit for this undertaking. 
Unless these findings as expressed 
in association resolutions are put 
into practice by distributors and 
manufacturers, this study will be of 
no avail. Therefore, by means of 
personal appeal through committees 
at zone meetings and conventions, 
through the Association monthly 
bulletins, and by trade paper pub- 
licity, the use of these association 
studies will be urged upon all. 
The National, Southern and 
American associations have passed 
resolutions condemning the practice 





The First and Only ~ ay 


Line of Shop 
Equipment 


Euer Offered 


Easy to Sell Because 
Profitable to Use 


-LYON- 


Steel Work Benches 
Steel Bench Legs 
Portable Tool Stands 
Tool Toters 
Tool Cabinets 
Stock Handling Carts 
Shop Desks 
Tool Trays 
Steel Bar Racks 
Small Parts Cases 
... and scores of other 
items of time - proved 
value in speeding up 
production, improving 
workmanship and reduc- 
ing upkeep expense. 








SHOP EQUIPMENT 


LYON METAL PRODUCTS, 
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@ The mill supply salesman who sells 
Lyon Steel Shop Equipment never faces a short- 
age of prospects. Every industrial plant in his 
territory—large and small—is using, or should use, 
one or more of the items in this complete line. 


What's more, shop equipment sales are easier 
to make when you're offering this old estab- 
lished line. For nearly forty years, Lyon Shop 
Equipment has been known throughout indus- 
try for its high quality, efficient design, and 
continuous low cost service. Year after year 
Lyon trade paper and direct mail advertising 
has developed interest in, and demand for, this 
equipment... is working today to simplify your 
selling job and step up your sales volume. 


It will pay you handsomely to let your cus- 
tomers know that you are now able to meet all 
their shop equipment needs with Lyon equip- 
ment...that you can promise immediate factory 
shipment on all items in the Lyon Catalog. If 
you haven't already investigated our worthwhile 
jobber proposition, write for full details today. 


LYON METAL PRODUCTS, INCORPORATED 


5301 River Street, Aurora, Illinois 
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RED-STRIPE 
EMERY 







ORANGE-STRIPE 
GARNET 







YELLOW-STRIPE 
ALUMINUM OXIDE 






BLUE-STRIPE 
SILICON CARBIDE 







IN 
REAMS 
ROLLS 
BELTS 
DISCS 
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OUR profits go 
up and selling 






costs drop with 
Wells Band Saws in 
Their 


advantages are ob- 
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THE "COLOR-STRIPE LINE” 
OF 


COATED ABRASIVES 


For eleven years we have been offering a most 
complete line of Coated Abrasives of the 
highest quality with the exception of wide 
paper rolls—rolls from 30” to 48”. During 
the past year we have constructed a substan- 
tial addition to our plant to house what is 
probably the latest, most complete and effi- 
cient unit in the industry to coat goods up to 
48” in width. 


This new unit has been in production several 
months and we are now giving the same 
prompt service on these wider rolls that we 
have always given on the balance of our line. 


CLOVER MFG. CO., Norwalk, Conn. 


Also Makers of the Famous 
CLOVER GRINDING AND LAPPING COMPOUNDS 


WELLS SAWS 13 UlonseMchus 







Built in Two Sizes 


No. 8—8" diameter 
round or 8" x 16" flat 
No. 5—5" diameter 
round or 5" x 10" flat 


Also the new No. 9 upright 
saw, a recent addition to 
the Wells line. 













real selling aid. They are ruggedly built—cut accu- 
rately and cost little to maintain. If you are not already making money with 
the Wells line, now is the time to act. 


Write us 
Today! 
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CLOVER 





of that type of reciprocity which in- 
volves the jumping of territories and 
the unholy clubbing of manufac- 
turers for a few dollars worth of 
supply business. 


But—the kind of reciprocity 
which sees manufacturers and dis- 
tributors giving each other facts, 
working for each other and attempt- 
ing to solve our industry’s prob- 
lems will pay dividends. And what 
pays dividends in this respect is 
definitely “Practical Reciprocity” so 
I say—-Let’s build together for 
1940—and for the years to come.” 








Sales Meeting in Print 


(Answer to questions on page 32) 











1. For slow speeds, at high tempera- 
tures, or in dirty, oily moist or acid 
atmospheres, or to transmit large 
power in small spaces at medium and 
slow speeds. 

2. No—it doubles its life. 

3. Life is cut 80%. 

4. Reduce catalog rating 25%. 

5. Diesels, gas engines, compres- 
sors, crushers, oil-well machinery. 

6. Yes—it will lengthen drive life. 

7. Silent chain. 

8. Transmit power at constant speed 
ratio and high efficiency, operate in 
either direction and most positions, 
on long or short centers, low bearing 
friction. 

9. From fractional to 5,000 hp. have 
been built. 

10. Top speeds—5,000  f.p.m. 
sirable speeds 1,200 to 1,500 f.p.m. 

11. Run in a bath of oil inside an 
enclosure. 

12. It should be lighter and shorter- 
pitched. 

13. Slow speed. 

14. Split and 
shaft. 

15. Yes. 

16. 40 hp. 

17. 200 hp. 

18. 7 to 1. 

19. 10 to 1. 

20. Seven. 

21. Cut the teeth in the shaft itself. 

22. 11 to 15 teeth. 

23. By using multiple-strand chain 
of smaller pitch. 

24. 500 hp. or more. 

25. 4,000 f.p.m. 

26. 600 f.p.m. 

27. Strength and wearing qualities 
higher. 


De- 


assembled on the 








Sam Supplier Figures Ages 


(Answer to the problem on page 32) 
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WORTH OF 


BUSINESS! 


Another advertiser” reports how Business Week 
advertising brings results 


Following up inquiries resulting from advertising 
in Business Week is profitable. A good reason why 
it is: Business Week has more than 110,000 sub- 
scribers and over 400,000 active readers, all among 
management executives—men whose approval is 
required before you get the order. Think, then, 
what it means to you to have that many executives 
reading about products and services you represent. 

Here, for example, are the advertisers in No- 
vember issues of Business Week who are selling 
active management men on the lines you handle: 


Allis-Chalmers Manufacturing Co. (Power Transmission 
Equipment, Pumps, Blowers and Compressors ) 

Aluminum Company of America (Aluminum Alloys) 

Broderick & Bascom Rope Co. (H ire Ropes) 

The Philip Carey Company (Industrial Roofing and Insulat- 
ing Materials) 

Century Electric Company (Electric Motors) 


BUSINESs 
WEEK 


TW 


MILL SUPPLIES ® 


Clarage Fan Company (Air Conditioning, Fans and Blowers) 
Crane Co. (F alves and Fittings ) 
Cutler-Hammer, Ine. (Motor Control Equipment 
Fairbanks, Morse & Co. (Pumps, Scales and Motors 
General Electric Company (Incandescent Lamps 
Goodyear Tire & Rubber Co. (Mechanical Rubber Goods) 
Grinnell Company, Inc. (Unit Heaters and Pipe Vittings) 
Hewitt Rubber Corporation (Mechanical Rubber Goods ) 
Hyatt Bearings Div., General Motors Sales Corp. ( Bearings) 
Ilg Electric Ventilating Co. (U nit Heaters) 
The International Nickel Company, Ine. (Nickel Alloys) 
Keasbey & Mattison Co. (Asbestos and Magnesia Products) 
Koppers Company (Packings, Wood Preservatives ) 
Owens-Corning Fiberglas Corp. (Industrial Insulation) 
Seott Paper Company (Paper Towels) 
Shaw -Box Crane & Hoist Div., Manning, Maxwell & Moore, 
Ine. (Electric Hoists) 
SKF Industries, Ine. (Bearings) 
B. F. Sturtevant Company ( Air Handling Lquipment) 
Westinghouse Electric & Mfg. Co. (Electrical Equipment) 
Willson Products Incorporated (Respirators, Goggles, Hel- 


mets, Gas Masks) 
t 


*The advertiser (name on request) reports: “Several months 
ago, in response to one of our advertisements in Business 
Week, a contractor sent us an inquiry. The result’ was 
an order for $12,355. A short time later the same customer 
went to the same contractor with another order, who in turn 
brought it to us—this time for a total of $19,800. The sub- 
contractor brought in on this latter job, remembering his 
pleasant experience with us, called on us a month or two 
after and gave us an order for $17,658. Thus, from one little 
coupon grew orders totaling $49,813.” 

Such reports prove beyond doubt that investments in 
Business Week advertising, made to help you, are profitable 
to advertisers as well... Business Week, The Executive's 


Business Paper, McGraw-Hill Building, New York., N. Y. 
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PRODUCT PAGE NO. MAIN FEATURE MANUFACTURER 








Pillow Block 102 Quiet operation assured Dodge Mfg. Co. 








Faucet Washer 102 Has ball bearing base H. B. Sherman Mfg. Co 

















Pertable Electric Saw 102 Any depth cut to 114 in. Syracuse Guild Tool Co. 
Are Torch 103 Has soft, hot easily controlled flame Marquette Mfg. Co. 
Dise Sander 103 For metal-finishing, removing scale, ete. U.S. Electrical Tool Co. 





Reversible Ratchet 104 Instant reversing thumb switch Armstrong Bros. Tool Co. 








Dial Test Indicators 104 Simple control switch Brown & Sharpe Mfg. Co. 















Air Line Lubricator Simple adjustment of oil feed Ingersoll-Rand Co. 


Fire Guns 105 Powerful, smokeless heat of 2,000 deg. F. Hauck Mfg. Co. 








Variable Speed Transmission For use in winding strip metal Lewellen Mfg. Co. 








Water Line Cutter 106 New cutting tool adds to uses Pittsburgh Pipe Cleaner Co. 











Solder Pots 107 Heating units quickly replaceable Lectrohm, Inc. 








Electrie Drill 107 Designed for compactness Chicago Pneumatic Tool Co. 





Milling Cutters 







Equipped with special tipped blades McKenna Metals Co. 





Universal Grinder For external and internal operations Norton Co. 


Py rometer 





Impervious to oil tussell Electric Co. 








Protective Paint 






Gives a semi-glossy black finish B. F. Goodrich Co. 











Fluorescent Light 109 Designed for general commercial use Hygrade Sylvania Corp. 


End Shields for Motors 















For assembly on either end U.S. Electrical Motors, Ine. 








Self-Lubricating Manila Rope Lubricant helps preserve rope Edwin H. Fitler Co. 











Floor Sander Simplicity of operation Landon P. Smith, Inc. 





Cutting-Off Machine Bonded abrasive wheel type American Instrument Co. 







Searchlight 





Produces a beam of 25 million candlepower General Electric Co. 


NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Pillow Block desired. The deep groove ball bear- Portable Electric Saw 






























: : ings used in the pillow blocks have : , : 
Capable of Carrying Many Times micro finished surfaces for quiet op- Cuts Material Up to 14-in. Thick 


Normal Load 










eration, and will carry heavy radial 
or thrust loads or combinations of 
the two.—Dodge Mfg. Co., Misha- 
waka, Ind—Mitt Svuppwies, Janu- 
ary, 1940. 


Faucet Washer 


Eliminates Leaky Faucets 









Successor to the old-fashioned 
washer is the new faucet washer with 
a ball bearing base. The bearings 
take up all rotational friction. The 
bottom resilient washer sets itself into 









Type “DH” ball bearing is now 










available mounted in an exception the seat of the faucet in a straight 
ally sturdy cast iron housing of up-and-down piston-like action. It in- 
pleasing design. Support is provided stalls like any ordinary washer and is 
for the shaft by the DH “Ironclad” said to eliminate waste and frequent 
housing, which has broad finished leaks, replacements, and permits easier 
base surfaces capable of carrying faucet operation—H. B. Sherman This new portable electric tool has 
many times the normal load. Dowel Vfg. Co., Battle Creek, Mich—Muir been designed to cut material up to 
pin pads are provided for use, when Suppuies, January, 1940. 1} in. thick, and is especially useful on 
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wood, plywood, celotex, masonite, and 
other building materials. It is equipped 
with a saw blade 44 in. in diameter. 
The saw arbor also provides for the 
use of a 4-in. width Dado head for 
ploughing, grooving, tennoning and 
dadoing. As the base of the machine 
quickly raises and lowers, any depth 
cut from a mere scratch to the full 
1} in. capacity may be made. The 
base also tilts to 45 deg. for beveling. 
Called the “Guildcutter” frame is cast 
aluminum alloy with high polish finish. 
It weighs 7 Ib.—Syracuse Guild Tool 
Co., Syracuse, N. Y.—MIAu. Suppriers, 
January, 1940, 


Arc Torch 
Ideal for Welding Aluminum 


With the new are torch and ace. 
welding current, it is now possible 
to do general heating jobs; preheat 
ing; welding of aluminum, bronze, 
copper, pot metal, German silver and 
other non-ferrous metals, braze; sol 
der; apply hard surfacing paste and 
in general do most of the jobs form- 
erly left for gas welding equipment. 
The are torch has a soft, hot, easily 
controlled flame especially suited to 
welding aluminum. Torch is packed 
complete with two 10-ft. cables; two 
sets each of 3 and lin. are torch 
carbons; two 4-in. carbon adaptors 
and a set of two copper terminal lugs 
besides the two regular taper jacks 
and complete set of instructions.— 
Varquette Mfg. Co., Minneapolis, 
Vinn.—MAi Suppuies, January, 1940. 


Disc Sander 


High Speed Tool for General 
Production Work 


Among a number of new items and 
re-designed tools for the new year 
is this seven-inch high speed heavy 
duty sander for general production or 
maintenance work. It is amply pow- 
ered for metal-finishing, removing 
scale and rust with wire brush and 
for smoothing welds and casting ridges 
with cup-grinding wheel. Modern 





SOCKETS — UNIFORMLY ACCURATE 
TO FULL DEPTH OF HOLE — TRUE 
HEXAGONAL SHAPE — DIAMETER 
IDENTICAL TOP AND BOTTOM — 
SMOOTH REGULAR WALLS — 


WELL DEFINED CORNERS 
CONCENTRICITY OF 


HEAD WITH BODY 


4 


SMOOTH FLAT TOP CONTINUOUS FIBERS 
WITH SLIGHT CHAMFER ENDING IN SOCKET 


8 .....°2 


RE-ENFORCED SOCKET 
CONTINUOUS UN. WALL 
BROKEN FIBERS 


2 CONTINUOUS UNCUT 


CONTINUOUS UNCUT FIBERS 
LATERALLY DEFLECT. 
ED CORE FIBERS 


INCREASED STRENGTH ® 


ORIGINAL CONTINU. 
Ous FIBROUS 
STRUCTURE 


HOLO-KROME 


SQUARE SHOULDE RS 





Quality Features 


Build Volume 
Sales . 


A Quality Sales Policy 
fora Quality Product— 
100% Distributor Sales Policy 


DISTRIBUTORS: 


There may be an open- 
ing in your territory— 
we would like the privi- 
lege of explaining the 
benefits of the Holo- 
Krome Sales Policy. 


Interested? 


Drop us a line. 





iY 


HOLO- ‘i KROME 


| THE HOLO-KROME SCREW CORP. Hartford, Conn., U. S. A. 
el 


| 
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for 1940 | 


and ieeuat 


Wise Buvers 
are considering not 
only the production 
possible today with 
modern files—but— 
the long, dependable 
service that insures 
profitable returns on 


the investment. 


Wise Dealers 
will meet the file de- 
mands of 1940 . 


and beyond, with | 


CARSON NEWTON 


ALLIGATOR BRAND 


FILES in both Ameri- 
can and Swiss Pat- 


terns 


CARSON-NEWTON CO. 
BELLEVILLE, N. J. 


ALLIGATOR BRAND 





“THERE IS NOTHING BETTER" 


CARSON 
NEWTO 
FILES 
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features include streamlined design | 


with straight line ventilation. A three- 


in-one flexible rubber pad adapts the | 


sander to curved or flat surfaces. 
Universal motor operating on stand- 
ard 110 voltage. Sander is equipped 
with ball bearings with heat treated 
gears in grease tight cases.—United 
States Electrical Tool Co., Cincinnati, 
Ohio.—Mutt Suppttirs, January, 1940. 


Reversible Ratchet 


Machined from Chrome Vanadium 
Steel 


en 


Of improved design with hardened 
gear and instant reversing thumb 
switch a new miniature reversible 
ratchet and four new drivers for the 
firm’s miniature detachable head 
wrenches has been announced. The 
reversible ratchet which is only four 


inches long is machined from special | 
Chrome - Vanadium steel finished in } 


chrome plate. The four miniature 
drivers added to this series are a 
flexible head handle, a screw driven 
type extension spin-grip which per- 


mits locking head so that it can be | 
used also as a spinning extension and | 


long and short extensions.—Armstrong 


Bros. Tool Co.., Chicago.—MILL Sup- | 


PLIES, January, 1940. 


Dial Test Indicators 


Will Stay Held Upside Down and in 
Other Positions 








With a simple turn of the control 


to on the magnetic base of the new 


dial test indicator is held securely to | 
any flat surface of iron or steel. With | 


the control turned to off the base is 
released. These indicators, Nos. 744 
and 744A stay held -in upside down 
and other positions and allow settings 


extremely difficult with other indi- | 
cators. The indicators will hold firmly | 


MILL SUPPLIES @ JANUARY 1940 











‘ SOLDERS 


For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
diameter. 


Bar, Triangular, Meter and Drop 
Solders. 

Copper and Brass Fitting Solders. 

Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 

Lead and Tin Pipe. 


B Gardi ducts are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the 1 
> of quality they build good 
will and repeat business. We invite 
your inquiries at all times. 























Of course not... but 
Harper has almost 
every other kind of 
nuis except iron - +. @ g. brass, 
b . Monel met- 





al, stainless steel .. . as well as 
bolts, screws, washers, and other 
fastenings. 


3600 dems 
in STOCK 


. ready to shi immediately. New 
easy-to-use catalog “takes the mys- 
tery out of nuts,” does not say “on 

lication”’ or. “write nay ” A. ob woo 
al eure of caper The = CM. — 
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to the face of a machine column, or 
to small surface that would not sup- 
port a regular dial test indicator. 
Bases are simple in construction and 
have only one moving part. Offered 
for sale only in the United States of 
America and its possessions.—Brown 
& Sharpe Mfg. Co., Providence, R. I. 
—MIL- Suppties, January, 1940 































Air Line Lubricator 


For Use on Many Air Operated Tools 





Although designed primarily for use 
in rock drill lubrication, the “Oil-Ir” 
can be used on many kinds of air 
operated tools. Body construction 
consists of heavy steel tubing and 
forgings. Adjustment of the oil feed 
can be made without taking the pres- 
sure off the chamber and_ without 
interrupting the work. The lubricator 
will not siphon back or leak when the 
air pressure is released. It can be 
filled in either the vertical or hori- 
zontal position.—/ngersoll-Rand Co., 
New York City—MILL Supplies, 
January, 1940. 


Fire Guns 
For General Repairs Requiring Heat 


yy 


oT 
te 
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Two new sizes have been added to 
the No. 250 portable fire gun. A 
larger and smaller size make the 
line practical for use in a wide variety 
of work. They produce a_ powerful 
windproof smokeless heat of 2,000 deg. 
I’. flame temperature. Designed for 
eneral repair work, _ particularly 
winter repair jobs. Saves time and 
labor in thawing work in cold weather, 
or on any job requireing a quick 
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“My customers like 
Veelos’ elimination 
of machine down-time’”’ 






























saves 


GEORGE MOHR, 










Sales Representative 







for Supplies, Ine., 


Pittsburgh, Pa. 




















wes drives break down, my 


customers know that Veelos 





V-Belts minimize machine down- 





time praciically to the vanishing 











point. They know that Veelos 





belts can be quickly replaced. 








assuring equal tension for life on 








all strands of the drive. 





Adjust- 
able to any length, Veelos V-Belt- 














ing is their best insurance for 




















meeting production schedules 
and delivery promises. And 











Veelos V-Belting is my best in- 











surance for writing extra profits 








and building new customers.” 














intense portable heat. Burns kerosene, 
coal oil, range oil or light furnace 
oil. Also furnished for gasoline fuel 
where desired—Hauck Mfg. Co., 
Brooklyn, N. Y.—Mitt Supp tes, 
January, 1940. 


Variable Speed Transmission 


For Maintaining Uniform Tension in 
Winding Strip Metai 


















To maintain uniform tension in 
winding strip metal, this firm has de- 
veloped a variable speed transmission 
with electrical control. In this unit 
the winding reel starts at its highest 
speed. As the strip of material on 
the spool increases in diameter, the 
control accurately reduces the speed 
of the reel to maintain uniform ten- 
sion on the strip as it is wound. After 
the reel has filled and the unit stopped 
for removing and replacing it with a 
new core, the control reverses its posi- 
tion to allow the new reel to start 
again at the maximum speed and de- 
crease in speed as it is filled —Lewel- 
len Mfg. Co., 1035 E. 10th St., Col- 
umbus, Indiana.—MiL_t SvuPPLieEs, 
January, 1940. 


Water Line Cutter 


For Cleaning Clogged Water Lines 
and Fittings 




























































A new type of cutting tool to fit on 
the rotating cable of its “A” model 
electrically driven pipe cleaning ma- 
chine has just been developed -by this 
company. Using the new cutter, it is 
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STOCK THE 
OTTEMILLER LINE 
and 
PULL 
BUSINESS 
YOUR WAY 


Lots of orders are be- 
ing placed all around 
you for cap screws, 
set screws, coupling 
bolts and studs. it's 
a steady, shipment-fiom-stock busi- 
ness which you can develop into 
BIG VOLUME through repeat orders. 


Why not pull this business your way 
by handling the OTTEMILLER LINE 
of screw machine products? You'll 
have an inside track because the line 
is complete for all purposes, depend- 
able in quality and right in price. 
Get details of our 100% DISTRIBU- 
TOR SERVICE. 


The Wm. H. 
OTTEMILLER CO. 


YORK, PA. 






















BETTER Welding 
PROTECTION 
NEW 


CESCO 
No. 406 

Welder's 
Helmet 





The picture shows the new light weight 
Cesco No. 406 Welder’s Helmet with 
reinforcing ribs molded in the side of 
the shield. Structurally, these ribs add 
materially to the strength, rigidity of 
the helmet and prevent warping. 


No. 406, like all Cesco products, pos- 
sesses many refinements, chief of which 
is the two-piece cast aluminum lens 
holder — lens and cover glass can be 
changed instantly. An adjustable chin 
strap is placed in exact position to hold 
helmet before the face and swivel con- 
nection permits tilting. 


Better Business — More of It! 


Here's another sales creating item — another 
Cesco product to build volume at a profit. 
Write for complete prices and discounts. 


CHICAGO EYE SHIELD CO. 


2329 Warren Bivd. Chicago, Ill. 


Lee 









ee 





now possible to open and clean 
clogged water lines and fittings as 
small as one-half inch in diameter, 
passing through 90 deg. ells and 
either direction in tees. 


45 lbs. and has an overall length of 


Machine | 
shown in the illustration weighs only 


174 in.—Pittsburgh Pipe Cleaner Co., | 
227 Oliver Bldg, —Pittsburgh.— Mu | 


Suppuies, January, 1940. 


Solder Pots 


Greater Convenience for Tinning 
Wires 


Two electrically heated solder pots 
for tinning small electric wires and 
leads recently developed provide 
greater convenience for the opera- 
tor. Pots are single heat units de- 
signed for continuous operation and 
may be plugged into any 110 volt 
a.c. or d.c. outlet. Each unit has a 
cast iron pot of 1} or 2 Ib. solder 
capacity mounted on a cadmium 
plated steel stand. The heating ele- 
ment is an inexpensive, quickly re- 
placed Nichrome element. A  6-ft. 
cord and attachment plug is regu- 
larly supplied.—Lectrohm, Inc., Cic- 
ero, Ill—Mitt Supewies, January, 
1940, , 


Electric Drill 


For Metal or Wood Drilling Up to 
Y, in, 


This new 4-in. streamlined electric 
tool has been designed for compactness 
and resistance to wear and abuse. 
The motor is powerful and has high 
torque. It is available in three speeds. 
The gear case is simple and contains 
but one pair of helical gears. 








1890 


1940 


50 YEARS 


OF SERVICE AND SATISFACTION ... 











A bump | 


THAT'S THE RECORD OF THE FAMOUS 
ATLAS CAR MOVERS 


SPEED--POWER- -EFFICIENCY -- DEPENDABILITY 


ATLAS 
PERFECT 
SPURS 
HAVE 
SHARP 
EDGES 





ATLAS 
PERFECT 
SPURS 
WILL 
LAST 
LONGER 











APPLETON-ATLAS CAR MOVER CORPORATION 


2947 NO. 30th ST. 


“Oh Boy - are we 


@¢ 


‘America s Oldest and Largest Industrial Gasket Manufacturer 


MILWAUKEE, WIS. 


Formerly Appleton Car Mover Co., Appleton, Wis. 


in the 400° 


Yes sir, the list of Goetze 
customers reads like a 
‘Who's Who” of Amer- 
ican industry. Are you 
getting your share of 
the cream of the Gasket 
business by offering 
those good Goetze 
Gaskets fo your cus- 
tomers? If not, why not? 


Yours, G. G. 


GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick, N.J. 
Branch Offices in Principal Cities 


UABS fo GASKETS 
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American Swiss 
Files of Precision 


~«~ 








Swiss Pattern 
Files 























When You Handle American Swiss Files 


of Precision You Can Be Sure of These 
Facts 





1—You are handling the highest 


grade of Swiss pattern files 
obtainable. 





2—That the sales policy behind 
them is "Sold 100% through 
distributors." 


American Swiss File & Tool Co., exizasetH, n. J. 


Also Manufacturers of Mechanics Hand Tools and Knurls 


Profit Makers 


@ LOWELL REVERSIBLE RATCHET 
Way WRENCHES are giving SATISFACTION 
and SERVICE in hundreds of jobs today, 
the same as they always have. They 
have stood the test for over 70 years and 
are covered by the GUARANTEE: Any 
broken handle returned to us will be 
replaced without charge. 

Sell LOWELLS, the Time-Tested and Time- 
Proven REVERSIBLE RATCHET 
WRENCHES. They will build your profits 
from satisfied customers. 


LOWELL 


WRENCH COMPANY 
WORCESTER MASS. 


The name LOWELL stands for an Honest Deal with Honest Tools 
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on the handle cannot distort the bear- 
ing alignment since there is no connec- 
tion between the handle and the bridge 
supporting the rear armature bearing. 
This same tool can also be supplied as 
a screw driver for No. 8 wood or 
3/16-in. machine screws; also, as a 
nut runner for 3/16-in. nuts or bolts.— 
Chicago Pneumatic Tool Co., New 
York City—MIL.L Supp ties, January, 
1940. 






Milling Cutters 


Permits Fast Machining Speeds 


A new series of milling cutters 
equipped with “Kennametal” tipped 
blades comprise nine standard sizes in 
each of the following types of cutters: 
Medium duty face mills, heavy duty 
face mills and shell-end mills. A spe- 
cial wedge locks the blade with ex- 
treme rigidity and may be locked and 
adjusted without pounding, thus 
avoiding damage to the blades. In 
addition, the special adjusting screw 
in back of each blade permits fine and 
accurate forward adjustment that 
holds to a minimum the amount of 
expensive carbide material which 
must be removed to align all blades 
when regrinding—McKenna Metals 
Co., 164 Lloyd Ave., Latrobe, Pa— 
Mitt Suppwies, January, 1940. 


Universal Grinder 
Base Has Oil Reservoir 


A new universal grinder known as 
type “LC Multipurpose” for perform- 
ing both external and internal grind- 
ing operations has been announced. 
3ase is sturdily ribbed single casting 
with reservoirs for coolant and hy- 
draulic oil being cast as an integral 
part. Table can be propelled hydrau- 
lically, or if desired, by hand through 
a two-speed arrangement, thus making 
it possible to move the table quickly 
into position or more slowly for 











bear. shoulder grinding and similar opera- 
inec- tions. When the power traverse is 
ridge PF, .GGE. engaged, the hand traverse is dis- 
ring, rr “< engaged and vice versa. Wheel. feed 
“> . mechanism is interesting in that two 
1 or Ball Bearing , |} ranges of feed are provided, either of 


* which is selected by pushing in or 
as a ° . % 2. 
ie LOOSE ant! A pulling out a single knob.—Norton 
New Co., Worcester, Mass—Mitt Svr- 
lary, PLIES, January, 1940. 


Pyrometer 


For Checking Temperatures of 
Molten Metal 





.. . » MAKE MONEY ON 
INCREASED PLANT ACTIVITIES 


e Plants are constantly modernizing 


because of increased activity. | Distribu- | THERE > A REASON 


tors can cash in. on this 
offering money-saving Daggett Pulleys to 


pi ge yah niaaecaitata amen All dressed up in a new black F 0 R T H E P R E F E R E N C E 


Daggett engineers are at your service to crackle finish, the “Hold-Heet” py- 
give you the benefit of their long experi- 


| rometer is now impervious to oil and 
ence and show you why it is profitable to 2 — : 
sell these pulleys. Write! | avoids the tarnishing characteristics FOR SCHRADER PRODUCTS 
* | of bright metal. It is said to indi- 
| cate temperatures instantly within Simplicity of design and comparative free- 
CHICAGO PULLE Y two per cent of absolute accuracy. dom from maintenance . . . these are the 
Is read directly and has manual cold principal reasons for the decided preference 
SHAFTING CO. | end adjustment No battery nor for Schrader Airline Fittings and Air De- 
. Pas : vices. Schrader Products are made by 
people who use compressed air and who 
have a first-hand knowledge of what indus- 
§ 


ICAG P ‘ 
21 N. Des Plaines St. - CHICAGO electrical connections are necessary. 


Thermocouples are of six-gage wire 





PROFI | which is said to be heavy enough try needs to handle air efficiently and eco- 
| to stand up under rough shop usage. nomically. Here's a line that offers both 


| —Russell Electric Co., Chicago.— profit and volume. Write to us at once. 
POPULARITY. ee | Mitt Suppries, January, 1940. There is still a number of valuable Schrader 


territories open. 


a leading distinction of fe: ' 
the complete GLOBE line § | Protective Paint 


For Extremely Corrosive Conditions 
@if you are not already familiar with A 


Schrader Makes A Complete Line 


new paint gives a semi-glossy 
the profit-popularity and plus-business | black finish and is recommended 
possibilities of GLOBE products, in- | wherever extremely corrosive condi- 
vestigate them today. Every item tions disqualify any other kind of 
manufactured by GLOBE represents to paint or coating. Applied to metal 
you a definite opportunity not only to | surfaces after they are prepared as 
serve your customers with the best | for any other kind of paint or lacquer, 
available material, but also to assure the primer forms bond between the 
yourself of consistent repeat business | “Korolac” and the metal itself. “Koro- 
through buyer satisfaction. For com- | lac” No. 495 when thoroughly dry, 
plete information, communicete with | will withstand all acids, alkalies, and 
GLOBE concerning their distributor salts in the concentrations commonly 
sien wad Gels checd tk cathe met with in industry, up to tempera- 


rea of 150 dew. F iene a 
eile ten eid tetide, cnc tures of 150 deg. F. Both primer and 
paint can be applied by brushing and 
many other products: : 


spraying.—B. F. Goodrich Co., Akron, 3 
© KANRY-TEX BELTING Ohio.—MILL Suppties, January, 1940. HOSE FITTINGS 
SOLID WOVEN COTTON BELTING @ AIR EJECTION SETS 


@ WATER-PROOF TREATED BELTING F PNEUMATIC SAFETY CONTROLS 
ENDLESS WOVEN BELTS @ Fluorescent Light 


© SIFTER a Oy obtains | Four Lamps in Streamlined Chassis 
@ HARVESTER WEBBING Designed for general commercial | C a er 
use, the “Miralume’” HF-200 makes | 086. U5. PAT.OF& 
available to light users the oppor- ‘ 
GLOBE WOVEN BELTING C0., Inc. tunity to obtain light of daylight | INDUSTRIAL PRODUCTS 
1400 Clinton St. Buffalo, N. Y. | quality. Unit comes complete with | gy) seMRADER'S SON, BROOKLYN, N. Y. 


four 40-watt (48-in.) fluorescent |  pivision of Scovill Manufacturing Company, Incorporated 


AIRLINE COUPLERS 
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Created by Utica 
for TOOL MILEAGE 


OD 


The Utica Alloy Steel Diagonal 
Cutting Plier No. 41 is properly — 


DROP FORGE «TOOL 


CORPORATION 
UTICA, NY. 





lamps. It consists of natural mount- 
ing for four lamps on_ streamlined 
chassis with complete electrical cir- 
cuits and newly developed “starters” 
necessary to operate it—H ygrade 
Sylvania Corp., Salem, Mass.—MAU.. 
Suppwies, January 1940. 


End Shields for Motors 
Facilitates the Mounting of Pumps 


These new end shields for use with 
this firm’s motors have a flat surface 
to facilitate the mounting of pumps 
and other directly driven equipment 
and for mounting magnetic brakes. 
They may be assembled on either end 
of the motor and can be used to mount 
a footless motor to a machine frame 
if desired. The end shields eliminate 
the necessity for an adaptor, save 
mounting time, provide drip-proof 
protection for the motor and conserve 
space.—U’. S. Electrical Motors, Inc., 
Los Angeles, Cal.—MI1L_ Supp ies, 
January, 1940, 


Self-Lubricating Manila Rope 
U. 8S. Patent 2176422 


\ green-yarn self-lubricating cen- 
ter.controls under pressure and fric- 
tion the outward flow of the lubricant 
to all strands of the rope which mate- 
rially help to preserve the life of the 
rope against friction and deteriora- 
tion. It also serves to retain longer 
the original strength of the rope with 
complete flexibility. Center yarns of 
each strand of the rope are carefully 
impregnated and treated with a spe- 
cial high melting point lubricant that 
becomes active when the rope is sub- 
jected to a working load or severe 
strain —Edwin H. Fitler Co., Phila- 
delphia.—MIL. Supp.ies, January. 


Floor Sander 
Light Weight and Ease of Control 


Built in the standard 8-inch size 
the new “Red Devil,” No. 444, floor 
sander offers simplicity of operation 
with light weight and ease of con- 
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trol. It is operated quickly and effi- 
ciently, on all new or old wood 
floors, by merely plugging into any 
wall or floor socket. With standard 
parts throughout, there are no chains 
or gears to wear, no special parts 
or loose weights to be mislaid. Me- 
chanical features of the sander pro- 
vide assurance that the machine will 
stand up under constant operation 
without special servicing, repairs, 
adjustments or lubrication care.— 
Landon P. Smith, Inc., Irvington, 
N. J—Muitt Svuppties, January, 
1940. 


Cutting-Off Machine 


For Cutting Glass, Quartz, Ceramics, 
Metals 


A new machine of the bonded- 
abrasive wheel type is now on the 
market and is designed for cutting 
glass, quartz, ceramics, metals, com- 
mercial and semi-precious stones in 
the form of sheets, rods, tubes and 
blocks. Cuts up to 34 in. can be made 
on materials with flat surfaces. Rods, 
tubing and the like up to 6 in. thick 
can be cut by rotating the material 
as it is being cut. Clean cuts are 
made by means of a_ motor-driven 
12-in. diameter rubber-bonded abrasive 
wheel without chipping or breaking 
the material—American Instrument 
Co., Silver Springs, Md—Miutv Svup- 
PLIES, January, 1940. 


Searchlight 
Lamps are no Larger than a Cigarette 


\ new type searchlight, using the 
small capillary water-cooled mercury 
lamps and producing a beam of more 
than 25 million candle-power has been 
developed. Three of the high-pressure 
lamps, each rated at 1,000 watts and 
no larger than a cigarette in size, are 
mounted close together within a regu- 
lation searchlight. Entire unit will 








effi- 
vood 

any 
dard 
lains 
parts 

Me- 
pro- 

will 
ition 
airs, 
re.— 
jton, 
lary, 


mics, 


ded- 
the 
ting 
om- 
; in 
and 
1ade 
ods, 
hick 
rial 
are 
iven 
sive 
<ing 
nent 
sUP- 


ette 


the 
‘ury 
lore 
een 
ure 
anil 
are 
gu- 
will 





WHITNEY 


LEVER PUNCHES 





The right PUNCH 
for the job gives 
THE RIGHT “PUNCH” 
to Sales .... 


Every call you make—every customer 
you talk to—is a prospect for one or 
more Whitney Hand Lever Punches. Their 
application is so wide and varied and 
the workmanship and quality of our tools 
so reliable that customers are always 
satisfied with results. Find out more 
about this profitable line—send for our 
descriptive booklet. 


HITE: | 


Rockford, Illinois 














1905 (Strand 1940 


FLEXIBLE SHAFTS and 
MACHINES 
HIGH QUALITY ONLY 


SIXTY TYPES 


¥g to 3 H. P. 
Vertical and 
Horizontal 


It's economy 


to pay more 
and get the 


BEST 


Exclusive 
builders for 
over 35 years 


HIGH SPEED STEEL GROUND CUTTERS 


coy Pew y s 


Send for catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 


function by itself. Despite the enorm- 
ous candle power produced, the new 
searchlight generates very little heat. 
About 70 per cent of the heat is re- 


| moved by water pumped through the 


cooling jackets of the lamp at the 
rate of 90 g.p.m.—General Electric 
Co., Schenectady, N. Y.—Mutui Svup- 
PLIES, January, 1940. 


Correction 
\ new laboratory test gage, which 
was described and pictured in the 
December 10th issue of Mit’ Sup- 
PLIES, and a product of the Ashcroft 


well & Moore, Inc., 


range. Muiti SuppLies is in error. 


of 1 per cent of the scale range. 


ales Help 


P) 
unutactwretrs 


i 


design line of ground joint and washer 
type high pressure male and female 


Co., Philadelphia, Pa. 


booklet spotting specific instances 
cut costs. 
buildings, power plants, food plants, 


etc., are described graphically and well 


Co., Aurora, Il. 


MAINTENANCE EQUIPMENT— A new 
folder, Form APB-1039, is crammed 
with helpful illustrations on how to 
reduce production and maintenance 





costs. The numerous application pic- 
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American Gauge Div., Manning, Max- | 
Bridgeport, Conn., | 
was incorrectly stated to be guaranteed | 
within 4 of 1 per cent of the scale | 


The gage is guaranteed to be within } | 























cuz LEMENTS 
CADILLAC 


PORTABLE ELECTRIC 


BLOWERS & SUCTION CLEANERS 
SELL EASILY because they have a 
reputation for performance— 
THEY PLEASE because they are 
built to give long, trouble-free 
service— 

WRITE at once for descriptive 
circular of this great line. 


MADE IN 5 
GUARANTEED 
MODELS 











HOSE COUPLINGS—Bulletin 69-H, | 


well illustrated, describes an advanced | 


hose couplings for conveying air, | 
steam, water, ete —Hose Accessories | 


COST CUTTING IDEAS—"he Labor | 


Saver”, Volume 184, is a new 20 page | 


where this company’s products have | 
Applications in public | 


illustrated.—Stephans-Adamson Mfg. | 





Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16° different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 


DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 

















WIREGR! 


have the patented blue aligning card 
that locks hooks in position—prevents 
hook loss from handling—prevents waste 
of short card ends. 
Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts} 
as well as couplings and hooks for round 
belting, and lacing machines (both vise 
and bench types). 
Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
Diy "The Belt Lacing People” 


310 Loomis Ave. 
Chicago, U. S. A. 


Write for new 
catalog sheets 





BEARING 


et Washe, 


TO THE 


OLD FASHIONED 
FAUCET WASHER 


BALL BEARING ACTION 
PREVENTS WEAR 
EASY OPERATION BY 
FINGERTIP PRESSURE 








This new “Water Miser” Faucet Washer 
vastly improves the service qualities of 
all compression work. Imagine! Finger 
tip operation with never a leak! Months 
of the hardest service with no washer 
replacements. 

Everywhere “Water Miser” is proving a 
sensational seller—a new product that 
ends an old evil! Sold in assortments 
of 3 popular sizes with colorful display 
card—-and on Sherman Compression Work 
exclusively. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 


WATER MISER 


LONG 





LIFE FAUCET WASHERS 


112 











| tures show uses of electric soldering | 


tools, electric cleaners, power mica 


undercutters, saws and milling cutters, | 


electric markers, etc.—Ideal Commu- 
tator Dresser Co., Sycamore, Ill. 


RUBBER PRODUCTS—Recently issued 


| is a 16-page catalog giving technical | 
| data, applications and prices on a wide | 


line of rubber goods, belting and web- 
bing —Buffalo Weaving & Belting 
Co., Buffalo, N. Y. 


INDUSTRIAL BRASS GOODS — Sec- 
tion two of the H. B. Sherman catalog 
covers this company’s complete line 
of industrial brass goods. Technical 
information and prices are listed in 
this booklet which illustrates hose 
clamps, vise jaws, hose ferrules, hose 
nozzles and pipes, fusible plugs and 
numerous brass products  manufac- 
tured—H. B. Sherman Mfg. Co., 
Battle Creek, Mich. 


AIR CHECK VALVES—\ descriptive 
bulletin has recently been issued on 
air check valves and their proper ap- 
plication. This folder gives various 
sizes and other necessary information. 
—Air-Way Pump & Equip. Co., Chi- 
cago, Ill. 


FLUORESCENT LIGHTING — Two 
colorful new folders have just been 
released describing, illustrating and 
giving specifications of Miralume 
HF-100 and Miralume HF-200. The 
Miralume HF-100 is designed for gen- 
eral industrial use in mills, factories, 
foundries, etc., while Miralume HF- 
200 is designed for general commercial 
use, such as in stores and _ offices. 
The folders on each give the complete 
story on applications for these two 
lamps. — Hygrade Sylvania Corp., 
Salem, Mass. 


WROUGHT IRON—\ newly revised 
reference work for engineering organi- 
zations. This year the book was com- 
pletely rewritten and several chapters 
added. It is an up-to-date work on 
| wrought iron, its manufacturing proc- 
esses, characteristics, and fields of use- 
fulness. Requests for copy must be on 
your company  stationery—A. M. 
Byers Co., Pittsburgh, Pa. 





SILENT CHAIN — Catalog 
gives complete 
selection and design of silent chain 
drive. It includes engineering data, 
dimensions, horsepower ratings, and 
sprocket data, as well as illustrations 
and typical drive in various industries. 
—Whitney Chain & Mfg. Co., Hart- 
ford, Conn. 


V-135 





METAL CUTTING—“A Manual of 
Metal Cutting” has just been revised 
and brought up to date. The pocket- 
sized booklet contains helpful sug- 
gestions on the correct use of hand 
operated hack saws and power hack 
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information for the 


| 
| 


| 
| 





ECONOMY 
PRODUCTS 


® Hollow Set Screws 

® Headless Set Screws 

® Socket Head Cap Screws 
® Stripper Bolts 


YOU COLLECT DIVIDENDS 
SELLING THIS LINE 


Sell real economy to your customers 
and you make them your friends. 
ECONOMY PRODUCTS are precisely 
made, threads clean and sharp, and 
they are noted for dependability— 
special heat treating gives them tre- 
mendous strength and durability. You 
take no chance in pushing the 
ECONOMY line—send us your orders 
—you'll get service that will pay 
you dividends. 


ECONOMY MACHINE PRODUCTS CO. 


5200 LAWRENCE AVE., CHICAGO 























KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


D ggn is only $1.00 
per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supply 
business. It has been a constructive 
force in the development of dis- 
tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City 
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STANDARD TYPE 


USE-EM-UP TYPE 


SLEEVES and 
SOCKETS by 


COLLIS 


Make Collis your headquarters 
for Sleeves, Sockets, Lathe 
Centers, Drill Chuck Arbors, 
Drill Drifts, and Magic Type 
Chucks and Collets. We are 
prepared to handle all regular 
and special requirements of 
your customers. Prompt service. 











THE COLLIS COMPANY 
CLINTON, IOWA 
































































































































| saws. It has a table of dimensions for 


| mation to increase your knowledge 
| dustries the “Lubriplate Film,” a 


| by all supply men. A feature of the 
| issue each month is a section dévoted 


hack saw blades, a ‘hardness conver- 
sion table and other tables and hints 
on obtaining maximum efficiency from 
saws.—IV’. O. Barnes Co., Inc., De- 


| 
| 
trol, Va h 


LUBRICATION—C rammed with sales 
tips together with applicable infor- 


of lubricants and their use in all in- 


monthly bulletin, is well-worth reading 


to specified industries, and their lubri- 
cation requirements. The company 
will be happy to place you on their 
mailing list—Fiske Brothers Refining 
Co., 129 Lockwood St., Newark, N. J. 


MILLING ATTACHMENTS—\ new 
six-page bulletin features this com- 
pany’s high speed and heavy duty 
back-geared type milling attachments. 
A number of illustrations add to the 
effectiveness of the bulletin and show 
the various operations the different 
types of milling attachments are 
adapted to. Complete specifications 
are included as well.—Il‘ray Machine 
Tool Co., Glendale, Cal. 





WIRE ROPE—Hoot Mon, it’s Sandy 
Macwhyte again. \ll decked out 
in colorful Scotch highland outfit 
of kilts and bagpipe he’s engaged in 





Users” on the front cover. Inside 
this company’s new bulletin you'll find 
complete information on Monel wire 


up the folder.—Macwhyte Co., Keno 
sha, Wis. 


WELDING HINTS—A new service 
recently inaugurated by this com 
pany is designed to effect savings in 
time and money in the maintaining of 
machines, making emergency repairs 
and replacing or rebuilding worn 
parts. “Welding Hints” consists of 
new and puzzling problems with their 
solutions. They are printed on handy 
cards; and new additions to the series 
are made regularly. Each card han 
dles a specific problem. Further in 
formation can be had by writing 
the company.—Harnischfeger Corp., 
Welding Div., Milwaukee, Wis. 


AUXILIARIES FOR FLUORESCENT 
LAMPS—GEA-3293 is a recent eight 
page release describing a new type of 
auxiliary for the operation of fluores 
cent lamps. In this new design the 
lamp starter can be mounted separate 
from the ballast, and is therefore 





| fixture, eliminating the necessity for 
| dismantling the fixture to replace dam- 
| aged or wornout switches. Mechani 
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playing “Sweet Music to Wire Rope | 


rope and other type corrosion resistant | 
wire ropes. Application pictures liven | 


accessible from the outside of the lamp | 
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ONE HUNDRED 
YEARS OF 
LEADERSHIP 
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NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD SINCE 1840 








THESE PRODUCTS ARE 
known by the 


custometzs 


they keey2 





Because Victor Belting is 
stronger, more durable, and 
thoroughly dependable, your 
customers will ask for and buy 
Victor Products... and stay 
sold on their performance and 
low over-all cost. 


So when you need balata 
or textile belting for trans- 
mission, conveying, or ele- 
vating, order from Victor’s 
“most complete line of textile 
belting in the country.” 


ICTOR Cv VG 0 We Ws 2 0018 3 
V BELTING COMPANY 
53 Park Place New York 


345 West Hubbard Street Chicago 
FACTORY: Easton, Pennsylvania 




































NEW DRILL-POINT 
SAVES HOURS OF DRILLING TIME 





Amazing new drill-point contains special metal 
harder than hardest steel. Goes through concrete, 
tile, slate, porcelain, etc., 50 to 75% faster. Drills 
cleaner, more accurate holes. Speeds up installa- 
tion of expansion anchors. Saves your skilled time 
for more profitable work. Eliminates noisy hammer- 
ing, monotonous chiseling. Doesn't splinter fragile 
work. No special equipment needed—use in any 
rotary drill. Get your share of those extra profits 
now possible. Send coupon for leaflet. 


CARBOLOY COMPANY, INC. 
11131 E. 8-MILE RD. . DETROIT, MICHIGAN 





Send for 
FREE 
FOLDER 


JOBBERS: Write for Quick Profit 
Resale Proposition 


You'll find a profitable demand for 
Carboloy Drills among electricians, 
plumbers, plant maintenance men, sign 
hangers, telephone installation men, 
and others. Nationally advertised. 


CARBOLOY 


MASONRY DRILL-POINTS 

















EVERY PLANT A PROSPECT 
for these 
RUBBER TIRED WHEELS 





INVESTIGATE America's finest line of 
small wheels for industry. Solid and air- 
tired types, 4'/2” to 20” diameters. 
These Easy-To-Sell wheels promote quiet 
and safety, protect floors and fragiles 
and speed up work. Get your share of 
the increasing demand for these modern 
and lasting wheels. 


Write TODAY for CATALOG 


FRENCH & HECHT 


60 East River Davenport, lowa 
WHEEL BUILDERS SINCE (i888 
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cal and electrical data are given in 
the descriptive pages.—General Elec- 
tric Co., Schenectady, N.Y. 


HEAVY DUTY DRIFTERS AND CEN- 
TRIFUGAL PUMPS—Bulletin H-1200- 
8-25 is a recent release describing and 
illustrating the screw feed, air motor 
feed and pneumatic feed heavy duty 
drifters manufactured by Worthing- 
ton, and points out the features of the 
machines. Bulletin W-322-B1D is 
descriptive of this company’s balanced 
“Monobloc” centrifugal pumps. Sales 
features and engineering data are in- 
cluded in the folder.—IlVorthington 
Pump & Machinery Corp., Harrison, 
N. J. 


FILES—Recently issued catalog No. 
5 is a 36-page booklet on Swiss pat- 
tern and American pattern files. It 
deals with this company’s complete line 
of files, and the different types are 
graphically illustrated. | Dimensions 
and applications are included in the 
descriptions and an alphabetical index 
provides a convenient reference.— 
Carson-Newton Co., Belleville, N. J. 


ROAD RESTRICTIONS — The 1940 
edition of “Truck and Trailer Size and 
Weight Restrictions” is a handbook 
which provides a ready reference of 
authoritative information on the regu- 
lations covering the size and weight 
restrictions in each state in the union. 
This booklet is offered without cost 
to truck operators or officials dealing 


| with the road laws, upon request.— 


Four Wheel Drive Auto Co., 
ville, Vise. 


Clinton- 


PORTABLE ELECTRIC TOOLS—(Cov- 
ering the complete line of tools in its 
new 1940 catalog, the manufacturer 
calls particular attention to two im- 
proved products, the $-in. and 4-in. 
junior portable electric drills. Catalog 


is unusually complete with illustra- 
tions, specifications and application 
suggestions —Black & Decker Mfq. 
Co., Towson, Md. : 


MORE GALLONS—Bulletin B-6018, 
“How To Get More Gallons At Less 
Cost’, is an enlarged and revised edi- 
tion on the SSUnit close-coupled 
pumps. It gives an interesting, well 
illustrated presentation of these small 
size, but versatile in application, 
pumps, including construction details, 
performance data, capacity tables, di- 
mension sheets, friction tables and 
other valuable data. — Centrifuaal 
Pump Div. of Allis-Chalmers Mfq. Co.., 
Vilwaukee, Wise. 


SAFETY APPLIANCES—\ new 32- 
page. catalog features numerous new 
and improved types of pop. safety 
and relief valves and gages for oil, 
gas and general industrial field. Desig- 
nated as supplementary catalog No. 
600, it shows advanced and specially 
designed safety appliances.—J. FE. Lon- 


ergan Co., Philadelphia. 
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MECHANIC'S 
GRADE BURNER 
TORCHES 





- 


- Has jet block—renewable when damaged. 

. Cleaner pin—cannot enlarge the gas orifice. 
renewable. 

3. Shut off over 5¢” from gas orifice; making 

enlargement of orifice impossible. 

4. Multi-flame control—blue flame from wide 
open to small size. 

5. Vein construction—vein liners and cable, or 


rods, give smooth flame and long burning 
life before carbonizing. 


Nn 


Torches having this type of burner are— 
QUART SIZE—No. 325 Heavy Duty: No. 
32A General Purpose: No. 144A Economy 
Model; No. 308 Extra Sub-Burner Torch. 


PINT SIZE—No. 238 General Purpose: No. 99 
Midget-Flame: No. 252 Flat tank. 


TWO QUART SIZE—No. 225 Heavy Duty. 


CLAYTON & LAMBERT MFG. C0. 


DETROIT, MICHIGAN 









THE POWER KING 
CAR MOVER 






THE ADVANCE 
SAFETY CAR WRENCH 


There's sales 
opportunities 
now for... 








| 
| 
| 
| 


| 





-BADGER CAR MOVERS- 


These are good and profitable times 
for distributors who sell BADGER Car 
Movers. Industry wants speed, power, 
easy handling, and durability in car 
movers. They want the right type for 
a job whether it's heavy, light, or 
medium. BADGER Car Movers have 
all these advantages plus low first 
cost, safety in use, and no mainte- 
nance. 

A long record of performance is back 
of the BADGER line—customer satis- 
faction is assured by its established 
high quality—our guarantee and serv- 
ice to your customers make good, 
substantial income for you. Write for 
details. 


The Advance Car Mover Co., Inc. 


Appleton, Wisconsin 
CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 
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SALES POINTS 


THAT SPELL SALES VOLUME 


1—Knurled Chamfer 


2—Cold - formed Head — Continuous 
Fibers 


3—Hexagon Socket with True Sides— 
Full Wrench Fit 


4—Concentric Head—Square Shoulder 
5—Accurate Threads, Class 3 Fit 
6—Distinctive Draw Blue Finish 


Exacting selection of metals—rigorous 
testing — precise manufacturing meth- 
ods—all combine to make this a de- 
pendable line for good business. Safety 
Socket Screws are rapidly becoming 
the choice of indystry. 


You can sell the best quality possible. 
Give the most RAPID efficient service 
POSSIBLE. MAKE 33 1/3% more profit 
when you stock and sell "Safety Socket 
Screw Products.” 


Just try ONCE our SERVICE ON 
SPECIALS and BE CONVINCED. 


SAFETY 


SOCKET SCREW CORPORATION 


4445 N. Knox Ave. Chicago, Ill. 














backfires 


A common meeting ground for the discussion of problems familiar 


to distributors and manufacturers 


fog of misunderstanding which 


seeking to dispel the 


may exist between the two 








® Despite someone else’s war, hours-labor, 
Robinson-Patman and all of the other hy- 
phenated excuses for lack of profits, we are 
still bullheaded enough to believe that in- 
creased profits in the supply business are 
not primarily dependent upon these factors, 
but rather on the ability of each distributor 
to operate his business in such a manner as to 
increase his desirability as a source of sup- 
ply in the eyes of the industrial buyer and to 
do this job economically enough to end the 
year in black figures. 

For these reasons, we are doubly glad 
for the approval of a plan to formulate a 
method for determining the cost to any 
individual distributor of handling a line or 
a related group of lines, by the executive 
committees of the National and Southern 
Supply and Machinery Distributors’ Asso- 
ciations and the American Supply and Ma- 
chinery Manufacturers’ Association. 


@ The development of new business and 
the retention of present volume by any dis- 
tributor costs money. ‘These activities re- 
quire improved and specialized sales activ- 
ity, sales promotion and a high quality of 
service. The increased expenses involved do 
not seem to be “in the cards” if prices are 
to be kept competitive. 

However, it appears quite likely that the 
profit on some lines is sufficient to warrant 
a greater “push” but that the distributor's 
total gross profit is dragged down by han- 
dling other lines on which the profit does not 
seem to be sufficient. 


® Notice in the above that we have used 
the words “appears” and “seems.” We have 
done this pointedly for at this writing few, 
if any, distributors or manufacturers have 


available cost figures comprehensive enough 
to justify a claim one way or the other. 

A method for determining cost of han- 
dling a line or group of lines, which can be 
applied by the distributor to his business, 
will answer for him some of these questions : 

|. Can I afford to increase my sales activ- 
ity on certain lines? If so, what are they? 

2. Is it necessary for me to have an in- 
creased margin of profit on certain lines in 
order to break even on them? 

Are there any methods I am now using 
to handle and sell certain lines which are 
obsolete and could be replaced by simpler, 
less costly, ones? 

+. Am I receiving too much profit on 
certain lines—to a point where I am no 
longer competitive? 


@ We have no illusions that the Research 
and Sales Survey Committee of the three 
associations is going to produce quickly a 
cure-all for all of the industry’s ills. We do 
believe, however, that it is tackling a tre- 
mendous job in a commonsense, economical 
fashion. 

Its ultimate goal, the determination of 
sound cost accounting methods in the indus- 
try, is one which holds out great promise 
for future industry progress. Its goal can 
be reached only bv the understanding co- 
operation of all distributors and the manu- 
facturers who are truly interested in seeing 
the distributor progress. 

MILL SUPPLIES pledges its complete sup- 
port to the committee’s work. We hope that 
we will be joined by every man in the in- 
dustrial supply business. 


Jim CHANNON 
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